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Selicord” display 
carton for Coils of 
Sash Cord. Keeps 

it clean, easy to 
handle, easy to store. 
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SASH CORD 


in the 
‘“handy-bag”’ 
package 


Here's a new Sash Cord package that 
has almost everything. The cord is com- 
pletely protected from dust, dirt and 
handling abuse by the heavy gauge poly- 
ethylene bag. The clean, white cord is 
fully visible and with both hanks bagged 
you can cut the hanks apart and both 
customers get a packaged purchase. 


This new package is also just the ticket 
for counter display, for shelf stock or for 
bins. And King Cotton Sash Cord is priced 
RIGHT. Write for a FREE SAMPLE and our 
latest prices and see for yourself. 


King Coton 


. CORDAGE 
JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8&8, N. Y. 





Now-two great entry sets 


tor AWihset “600” line locksets 











#¢600 SDL + 600 


These two entry sets may look alike, but the #600 SDL model, with its 
larger exterior knob and key-way is designed to meet dimensional requirements of 


Federal specifications 160. 
The #600 model, at its new low price, offers greater sales opportunity than ever before. 


Both models feature the-famous “600” line distinctive styling, 
quality materials and workmanship and are unconditionally guaranteed to give 
dependable trouble-free service. 


Now you can supply Kwikset “600” line locksets to meet specifications for all 


finer residential and light commercial building. 














A FINER LOCK FOR FINER BUILDING 








Kwikset Sales' and Service Company, Anaheim, California 











Beautiful 


mlileditsss 
that Sing 


WESTERN RED CEDAR SIDING 


Design, build and sell more natural wood beauty and character in 
modern homes with dependable Western Red Cedar Siding. It’s the wood 
that meets the popular demand of today’s home buyers for quality materials 

.. to express individuality through a variety of decorations. 


Stains, sealers and water repellents, clear or pigmented, bring out the 
even-textured grain beauty of Western Red Cedar Siding...a sales point 
that satisfies critical home buyers. The gay and bright transparent finishes 
permit the warm personality of Western Red Cedar to combine with the 
color tones for a pleasing and fresh home atmosphere. 


Western Red Cedar is scientifically classified as one of few woods that 
take and hold finishes well. You can design, build and sell lasting all- 


around home-owner satisfaction with nature’s enduringly beautiful wood... 
Western Red Cedar Siding! 


+ 
€© E Rn Western Red Cedar Lumber Association, Dept. A3 
4403 White-Henry-Stuart Building 


Seattle 1, Washington 
RED EDAR Please send me your new bulletin entitled “Finishing Suggestions that Sing”. 


( ) | would also appreciate other information on the use of Western Red 
Cedar Siding in home construction. 


4403 White-Henry-Stuart Building 
Seattle 1, Washington 


This coupon may be pasted on a postal card for mailing 
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HERE’S THE DOOR 


Lights in Strand door optional 


THAT GIVES YOU MORE! 


Strand Design Saves You Installation Time and Money 


This all-steel “beauty” is the quickest garage door of 
them all to install! Your installed cost is reduced by 
Strand’s quicker, easier installation. The one-piece 
door leaf saves assembly time at the job. Factory-assem- 
bled hardware (including new adjustable track hangers) 
cuts installation time. No prime coat of paint is needed 
—~ another saving. 

Strand's horizontal lines blend with today’s design. 
And — its beauty lasts, because Strand Door is all-steel, 
galvannealed with a heavier, hot-dip zinc coat for rust 


protection (steel can’t ever rot, shrink, sag, warp!). 
You give your owners modern beauty and lifetime 
durability — you do away with the “grief” and cost 
of complaints and call-backs. 


Huge volume, concentrated in only 3 sizes, makes 
Strand America’s biggest garage door value. Strand 
all-steel Garage Doors come in 9’ x 7’, 8’ x 7’, and 
16’ x 7’ sizes. Easy to get in a hurry — through 
150 distributors and thousands of dealers all over 
the country. 





5 NEW Features... 


@ New captive track provides added protection — 
keeps roller enclosed 

@ New stainless steel, automotive-type ‘““T” handle 
has larger grip, more strength, better looks 





@ New Nylon rollers, for all single receding doors, 
ensure silent operation 

@ New round-corner vision lites have continuous 
auto-type rubber moulding (they're optional at 
added cost) 


@ New adjustable track hanger cuts installation time 








Strand Garage Doors are the product of a 50-year-old 
company, which also makes: Fenestra Steel Residence 
Casements, Projected Windows, Window Walls, Base- 
ment and Utility Windows, Metal Trim, Lintels, Metal 
Residential Swing and Sliding Closet Doors, Stock Steel 
Industrial and Intermediate Windows. 








GARAGE DOORS 


1s! at mt 
tet Please send 32-page booklet of Garage 
re 





Li FOR SINGLE AND DOUBLE GARAGE 





(For more data on advertised products [ill in coupon on page 118) 


A 32-page book that will give you a lot 
of quick and easy garage “know-how.” 
Contains 12 smart designs and sensible 
floor plans, bow-to-build instructions, ma 
terial lists, driveway sketches, etc. 


J 


j Strand Garage Door Division 
"Detroit Stee! Products Company 
ed Dept. Al-5, 2244 E. Grand Bivd., 
Detroit 11, Michigan 





*y Plans and ideas. I'm enclosing 10c for postage and handling [ 
Please send free Strand literature and Garage Plan [ | 


Name 


Address 


eee eee 


) 


May 2, 1955, AmMericAN LUMBERMAN AND 





NEWSCAST 





LATE AND IMPORTANT Developments of the Industry 


BUSINESS WILL REMAIN GOOD throughout 1955--that's the consensus of most experts. 
Some say business activity will reach an all-time record. 


FIRST QUARTER HOUSING STARTS reached a record 295,000 which tops the 

Same period in 1950 by 6%. Im March, work started on 117,000 homes-- 
only 300 below the same month in 1950. On a projected annual basis, 

March starts indicate a building rate of 1,407,000. 


REQUEST FOR 90¢ MINIMUM WAGE per hour has been given to Congress by the adminis- 
tration. Ike's group also asked extension of the law to cover another 
21 million employes--many in retailing. 











TITLE I IS A BIG BUSINESS, according to Cy Sweet, former NRLDA president 
and now head of FHA's Title I division. He says money spent for home 
repair and improvement this year will amount to $7-$8 billion dollars. 


BRIGHT FUTURE FOR TITLE I was predicted by Sweet, speaking last month before 
the first annual stockholders meeting of the newly organized Lumbermen's 
Investment Corp. in Ft. Worth. Title I business, predicts Sweet, has a 
potential expansion of 25%-350% in the next few years. 


TEXAS DEALERS WILL BE ACTIVE in the mortgage field. Their new invest- 
ment corporation, now capitalized at $1 million with 600 participating 
yards, is intended to spur building in small towns where FHA and GI 
loans are hard or impossible to get. Other dealer associations are 
watching the Texas experiment with keen interest. 


THE FBI IS QUIETLY INVESTIGATING the frauds perpetrated under the FHA Title I 
law and under the wartime provision, Section 608. 


PRESIDENT MAY CONTROL MORTGAGE TERMS if a maneuver now being mulled over 
by the FHA and VA ripens into a law. Some think the President is freer 
from political pressure than department heads and would adjust mortgage 
terms quicker in an emergency. Congress blocked such a law last year. 


PRICES OF LAND have jumped 98% over what they were in 1946. Since land is also 
becoming scarce around towns, many dealers are finding it necessary to 
go into real estate to control complete package home sales. 


BUILDING MATERIALS SHORTAGES are cropping up in more and more sections 
of the nation. Gypsum board products are in short supply with the 
exception of some areas on the west coast. Cement is in short supply 
around Los Angeles, Baltimore and in many local areas where major high- 
way construction projects are underway. 


OUTDOOR LIVING SALES REACHED $1.5 BILLION last year. Experts are predicting a 
higher volume for this year. Example: they say the $120 million sales 
of outdoor furniture last year barely scratched the surface. 


WAR ON DISCOUNT HOUSES started about nine months ago by department 
stores in St. Louis is resulting in discount store casualties. So far, 


three discount jewelry stores and six furniture and appliance stores 
have hung up the gloves. 


MORE SEMI-SELF-SERVICE STORES are being added by H. L. Green, variety chain. 
They'll add 38 self-service stores this year bringing their total to 56. 
Reason given: Greater variety of displays and more sales. 
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W. &. DRAKE, JR., president of the Lumbermen’s Investment Corp., studies the 
pin-studded map of Texas showing the almost 400 towns, where dealer members 


are located. G. L 


Francis, LIC general manager, is pointing to the map. 


Texas Expands Own Financing Plan 


Biggest news to come out of the 
69th annual convention of the 
Lumbermen’s Association of Texas 
last month was the progress and 
program report of the association’s 
new Lumbermen’s Investment 
Corp. 

The corporation was organized 
to spur building and remodeling 
especially in small towns, where 
FHA and GI financing is difficult, 
if not impossible to obtain. LIC’s 
board of directors authorized an 
increase in capitalization from 
$500,000 to $1,000,000. 

Almost 600 dealers have now 
purchased stock in the corporation. 
These dealers are located in 358 
towns in 208 counties. Thus far 
one-half of the loan approvals have 
been for sums under $5,000. There 
have been a total of 129 Title | 
loans for $118,000 and 41 Title II 
and GI loans for a total of $373,- 
000. The Title I loan has averaged 
$895 in comparison with the na- 
tional average of $600. 


Sweet Speaks 


Cy Sweet, former NRLDA presi- 
dent and now director of Title I 
division, FHA, was the principal 
speaker at the first annual stock- 
holders meeting and banquet in 
the Texas hotel. 

Emphasizing the tremendous po- 
tential for dealers in the Title I 
field (see Newscast on page 7), 
Sweet pointed out that there are 
more than 15 million substandard 
housing units; over 10 million will 


8 


be replaced and five million need 
major repairs. 

“In the last 14 years,” asserted 
Sweet, “home ownership has in- 
creased by 15% and today 56% of 
American families own their own 
homes or are in the process of buy- 
ing them.” 

Defending the FHA administra- 
tion, Sweet pointed out that the 
revenue received from the lender 
as insurance charge on each loan 
is sufficient not only to have paid 
claims and operating costs since 
1939, but has returned to the 
treasury $8,300,000 originally ad- 
vanced for operating capital and 
built up a reserve fund of over 30 
million dollars. 


Other Association Plans 


Gene Ebersole was mc in a skit 
involving the old-time lumber 
dealer contrasted with the progres- 
sive merchant, who is able to fur- 
nish the financing as well as the 
materials and labor for the job. 
W. S. Drake, Jr., president of the 
Calcasieu Lumber Co., Austin, and 
president of LIC, presided. Wat- 
son Malone III, president of 
NRLDA, was a special guest. 

Other associations have shown 
a keen interest in the Texas financ- 
ing venture and are making plans 
to organize. 

At a district meeting of the Ok- 
lahoma Lumbermen’s Association 
recently, members from all over 
the state expressed a desire to 
form a finance company similar to 
the Lumbermen’s Investment Cor- 


May 


oration of Texas to handle Title 
and Title II loans. 

Dale Carter of the Dale-Carter 
Lumber Co., Tulsa, was appointed 
chairman of a committee to draw 
up by-laws to incorporate and set 
up a manner in which the stock is 
to be sold. 


NRLDA Exposition Plans 
For Materials Handling 


A four-day program of materials 
handling clinics and demonstra- 
tions will be a major attraction for 
lumber dealers at the second an- 
nual Building Products Exposition 
October 11-15, Cleveland, Ohio, ac- 
cording to Watson Malone III, 
NRLDA president. 

The program, which will cover 
different phases each day, will con- 
sist of demonstrations of materials 
handling, movies and slides and 
audience participation clinics. 

Details are being developed by 
a planning committee of which 
John Moeling, Sterling Lumber & 
Supply Co., Chicago, is chairman. 
Other committee members are R. 
R. Dooley, U. S. Gypsum Co., sec- 
retary, William J. Salmon, Build- 
ing Supply News and Clarence A. 
Thompson, Thompson Lumber Co., 
Champaign, III. 

Excellent Facilities 

Cleveland’s public auditorium, 
where the Exposition and clinics 
will be, is ideal for materials han- 
dling demonstrations inasmuch as 
it has an exterior rail siding ac- 
commodating four freight cars, a 
large unloading and demonstration 
area and space for seating a large 
audience. 

Tentative plans call for demon- 
strations of both open car and box 
car loading and unloading of lum- 
ber and other products, palletized 
unloading and storage of bagged 
goods with lift trucks, hand truck 
unloading of gypsum lath and con- 
veyor unloading and storing of 
lightweight products. 

In addition, the plans call for 
yard handling and delivery dem- 
onstrations involving the use of 
the latest specialized mechanical 
equipment, staged in such a way 
that dealers can identify equip- 
ment and methods best suited for 
use in their own yards. 


Plans for Clinics 

In the dealer clinics, the com- 
mittee is planning discussions of 
lumber handling and storage prob- 
lems, yard layout, conversion of 
older yards to mechanical han- 
dling, trends in warehouse design 
and storage building construction, 
lumber trees, warehouse racks and 
improved warehouse and delivery 
methods. 

Leading manufacturers of me- 
chanical equipment are being in- 
vited to exhibit their equipment 
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at the Exposition and to partici- 
pate in the practical demonstra- 
tions. 


Non-Farm House Starts 
Reach 117,000 in March 


Non-farm housing starts rose 
seasonally in March to 117,000, 
completing the most active first 
quarter on record, the United 
States Labor Department’s Bureau 
of Labor Statistics reports. 

The 116,100 privately owned 
units started in March represented 
an annual rate of 1,407,000 private 
dwellings, after allowance for sea- 
sonal factors. 

Housing activity for March and 
for the first quarter of 1955 was 
about a fourth higher than in the 
corresponding early periods of 
1954, when the current housing 
boom was not underway. 

Compared with March in the 
peak year 1950, the total number 
of housing starts last March was 
about the same, but activity in the 
first quarter as a whole was 6% 
higher this year. 

All but 2,500 of the 295,000 units 
started during the first three 
months of this year were privately 
owned; the public housing total 
for the corresponding period last 
year was 4,600, and in 1950 it was 
2.800. 


Construction Dollar Total 
Sets New Record for March 


Building and engineering con- 
tracts in the 37 eastern states 
rolled up the highest March dollar 
totals in history, reports F. W. 
Dodge Corp. 

The March total was exceeded 
by only one previous month, May, 
1951, whose total was swelled by 
huge contracts for atomic energy 
plants. 

The March construction con- 
tract total of $2,134,819,000 was 
40% ahead of March, 1954; 35% 
ahead of last February, which it- 
self recorded an all-time high for 
that month. 


Reynolds Metals Sales 
Reach Record in '54 


Reynolds Metals Co. reports rec- 
ord sales and earnings for 1954 
and predicts a good year for 1955. 
Reynolds’ earnings last year rose 
to $20,280,908 compared with $18,- 
320,975 for 1953. 

R. S. Reynolds, Jr., president, 
said: “It is generally expected that 
the construction industry will use 
a substantially higher volume of 
aluminum in the coming 12 
months.” 

teynolds noted that in 1954 
shipments of aluminum pig, foil, 
cable, Reynolds Wrap and Do-It- 
Yourself Aluminum rose. 
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Power tools mean profits — 
this franchise means business! 


The Porter-Cable franchise is unique in the extras it gives 
you—the extra service, the extra profit opportunities. 


A complete line of most-wanted portable power tools 
saws, drills, sanders, routers, shapers, planes- backed by 
one of the most honored names in tools. 


Personal help and service from your Porter-Cable 
representative—in training, demonstrating, merchandising, 
customer service, inventory control, budget selling. 
Protection—through selective, direct-to-dealer distribution, 
territory policies that assure you of a market with full sales 
potential, uniform discounts, Fair Trade—and above all, 
Porter-Cable’s 49-year reputation for square dealing, 

A few franchises are still available to selected dealers. 
Interested? Write today. 


(Illustrated: Model 126 Porta-Plane—only $95 retail) 


PORTER-CABLE MACHINE COMPANY 
Porter-Cable 5055 WN. Salina Street, Syracuse 8, N. Y. 


SAWS + DRILLS + SANDERS 
ROUTERS + SHAPERS + PLANES 
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Installations 
BUILDING MATERIALS BRAND NAME WINNERS. R 
Clem Knecht (left), general manager, Knecht Lumber Co., 
Rapid City, 8S. D., receives top honors in Brand Names 
Foundation’s 1954 retailer-of-the-year competition. Certifi 
cate of distinction runner-up honors went to Charles J 
Foss (2nd from left), president, Chatham (N. Y.) Lumber 
& Supply Co.; Melbourne Romney, Sr. (2nd from right), 
president, Romney Lumber Co., Salt Lake City, Utah; and 
William L. Buchar (right), manager, Vermilion Lumber 
Co., Danville, Tl. 





Sterling 4 


HARDWARE 





Sturdy All Steel Construction 





FBI Is Working Quietly 
On Title |, 608 Frauds 


With characteristic lack of publicity, the Federal 
Bureau of Investigation is working constantly and 
quietly to convict individuals who defrauded home- 

Section Through Steel owners under Title I or pocketed windfall profits 
Header Showing Factory Section Through Split Jambs under Section 608. 

Installed Aluminum Track Showing Heavy Gauge Steel The Department of Justice reports that as of the 
end of last year it had a backlog of 1,000 cases of 
possible illegal acts under the FHA Title I home im- 
provement program pending before its criminal 
division. 

“Now that the FBI has investigative jurisdiction, ; 
I think we are going to do pretty well on convictions,” 
tees) tices tool says Warren Olney III, assistant attorney general. 
end Adbundile Hunger Aluminum Guide Strip Concerning windfall profits some builders made 
Especially Designed for Attached to Bottom of Door. under the wartime Section 608 apartment building 

Pocket Doors Guides Door Into Pocket program, department officials say the existence of a 
windfall profit in itself may not be illegal in many 
cases. But, the department said it is looking for an 
additional “civil remedy” to try to recover some of 
Now you can build wall pockets the modern, improved the windfalls. It gave no clue as to what the “rem- 
way with Sterling Pocket Door T-Frame. The new edy” might be. 

Sterling T-Frame protects against warpage . . . makes 
pocket sturdier . . . insures trouble-free performance. 


Complete package includes all steel header and split U. S. Hardboard Companies 
jambs, track and adjustable hangers and guide strip. Lose in Tariff Decision 








The Tariff Commission has recommended no in- 


crease in duty on hardboard but confined itself to the 
“pure question of proper classification” in a recent 
decision. 235 


The commission had been asked by the Senate 
finance committee to decide whether hardboard is 
STERLING HARDWARE MFG. CO. properly classified as a paper product. Domestic 
Chicago 18, Illinois producers had contended that it should be considered 
SEE OUR CATALOG IN SWEET’S: a wood product which would double the tariff on 
Architectural File ® Light Construction File foreign-made hardboard. 
VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C. The Commission said hardboard was a distinctive 
Chicagoland Home Building Center, 130 W. Randolph St. article of commerce of sufficient importance to justify 
enumeration in the tariff schedule, but that it would 
be more appropriate to have it under the wood sched- 
ule than the paper schedule. ' 
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CAN YOU PASS 
THIS SCREEN TEST ? 


Question: What type of home replacement screening 
is growing in sales at a faster rate than any other? 


Answer: Aluminum insect wire screening! 


Question: What type of screening keeps its good looks, 
can’t stain siding with red rust streaks, needs no paint 
or maintenance, and can’t burn? 


Answer: Aluminum insect wire screening! 


Moral: It will pay you to take these steps now: 


1) Order adequate stocks of aluminum insect wire 
screening in a full range of sizes to meet the grow- 
ing demand! 

2) Promote aluminum wire screening for big mark- 
up, big profits and for greater customer satisfac- 
tion —now and in the future! 


While we do not make insect wire cloth, we do supply 
the leading screening manufacturers listed below with 
Kaiser Aluminum Wire... wire that is nationally recog- 
nized for outstanding quality. 


Made of strong, durable, cladded aluminum, Kaiser 

















Aluminum Wire meets or exceeds commercial stand- 
ards and federal specifications. 


Kaiser Aluminum & Chemical Sales, Inc., General 
Sales Office, Palmolive Bldg., Chicago 11, Ill; Execu- 
tive Office, Kaiser Bldg., Oakland 12, California. 


Kaiser Aluminum 


setting the pace—in growth, quality and service 








Alabama Wire Co., Inc. Donald Ropes & Wire Cloth, Ltd. 
Hanover Wire Cloth Division, 


Continental Copper & Steel 


American Wire Fabrics Corp. 


Clark Wire & Supply Corp. 
Industries, Inc. 





Promote the aluminum screening of these leading manufacturers 


Keystone Wire Cloth Co. 
New York Wire Cloth Co. 


Pennwoven, Inc. 


Seneca Wire & Mfg. Co. 
Sporgo Wire Co. 
Standord Wire Cloth & Screen Co. 


Phifer Aluminum Screen Co. Wire Products, Inc. 








BUILDING PropucTts MERCHANDISER 


(For more date on advertised products (ill in coupon on page 118) 11 














Jack Kay (right) discusses with Jack S. Wagner, roofing applicator, details of new roof covered with Certain-teed Thick Butt Asphalt 
Shingles at his Connecticut Avenue Estates project, Wheaton, Md. 





“WE'VE USED CERTAIN-TEED SHINGLES 


EXCLUSIVELY FOR 30 YEARS— 


AND PLAN ON THEM FOR ALL OUR FUTURE PROJECTS”’ 





Cortain-leed 


“Certain-teed Products have established 
a reputation for superior quality with us 
that goes back 30 years—through two 
generations of builders,” Mr. Kay 
continues. 


“During the past eight years we have 
built over 1200 houses. All were roofed 
by J. S. Wagner with Certain-teed 
asphalt shingles... as will be the case 
in all our future projects. Certain-teed’s 
mineral granules don’t wear off through 
abrasion the way those on inferior 
shingles do. And we are definitely 





REG. U.S. PAT. OFF 


Quality made Certain . . . Satisfaction Guaranteed 
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May 2, 


—Says Jack Kay, 


Kay Construction Co., Wheaton, Md. 


impressed with the wide assortment of 
colors, particularly the soft pastel 
shades. In Certain-teed Thick Butts 
we're getting a top-quality shingle at a 
realistic price,” 


That's the kind of shingle that can 
help “up” your roofing sales. You'll 
want more information about Certain- 
teed Thick Butt Asphalt Shingles. Write 
the District Sales Office nearest you 
or direct to Certain-teed Products Cor- 
poration, today, for complete details on 
weights, colors and prices. 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 

EXPORT DEPARTMENT; 100 EAST 42ND ST.,NEW YORK 17, N.Y. 
ASPHALT ROOFING © SHINGLES © SIDING © ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER + LATH © WALLBOARD © SHEATHING + ROOF DECKS + FIBERGLAS BUILDING INSULATION 
ROOF INSULATION © SIGING CUSHION 
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When one man drops 


If you are a member of a partnership or closely held corpo- 
ration, some serious decisions are asking for your attention 
right now! If one of the owners of your business should sud- 
denly die, and you or your associates want to buy his share, 
do you know now where the money would come from? 

Or, look at it another way... if anything should happen 
to you, you certainly would like to be sure that the interest 
in your business you leave to your family will have a good 
market value. And that your associates will have money on 
hand to purchase it at that fair value. Are you sure this 
money will be available? 

Chance makes a very poor business partner... the time 
to draw up a sound “buy and sell” agreement among you 
and your associates is now. You can fund that agreement, 
as thousands of other far-sighted businesses have done, by 
business life insurance with Connecticut Mutual. In this 
way, you provide for the continuity of the business and you 
provide a fund that can be used in emergencies. Later on it 























Out of your picture... 


can be used to provide pensions for those who live to retire- 
ment age. 

Connecticut Mutual will work with you to set up a busi- 
ness life insurance program that’s the best one for your par- 
ticular company. In business for more than a hundred years, 
Connecticut Mutual has established a special department for 
business life insurance, and trained hundreds of its repre- 
sentatives in this special field. 





FOR PROPRIETORS, TOO 
Special plans are also available for proprietorships. These 
can provide: 
1. Income for a proprietor’s family 
2. Retirement income for the proprietor 


3. Sound methods for transferring the business to 
valued employees 


Check coupon for special booklet — no cost or obligation. 











The Connecticut Mutual 


oie fi LIFE INSURANCE COMPANY: HARTFORD 
ear od 


Sy vears > THE COMPANY OF BUSINESS LIFE INSURANCE SPECIALISTS 






CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
Department AL-1, Hartford, Connecticut 


Please send me, without cost or obligation, your booklet for the purpose 
checked below. 


0 Partnerships (0 Close Corporations () Proprietorships 


vatuasie FREE sooxiers 


One set of problems is faced by partnerships, 
another by closely held corporations. You may 
have, without the slightest cost or obligation, a 
booklet that fits your situation. These booklets 
deal not only with using life insurance to fund 














buy-and-sell agreements but also with various Name Be Ae 
business, legal, accounting and tax problems (please print) 
involved in situations like yours, and give exam- Firm “7 
ples of how these have been solved. Ask your 
secretary to write for one of them today — or Street 
simply complete the coupon. ‘ 
a City State 
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Copper’s In The Kitchen June Better Homes 
With Cabinet Hardware Sells These Tools 
To Match By STANLEY For Father's Day 


Copper has stormed back into 
kitchens all over the country... 
copper-ware, copper hoods over 
ranges, copper fittings and trim. 








Antique Copper Salesmaker DB 534 


See the whole, impressive 
line of Stanley Cabinet 
Hardware... Antique 
Black Rustic Iron, 
Chrome, Aluminum, 
Solid Brass and Ranch 
Craft. Your wholesaler 
has all items in stock or 
can get them for you, 
promptly. Ask him about 
Stanley Cabinet Hard- 
ware, or write Stanley 
Hardware, 125 Lake St., 
New Britain, Conn., for 
your free copy of this new 
12-page catalog. Ask for 
Catalog F100. 


And here’s cabinet hardware to 
keep copper company — Rustic by 
Stanley with an Antique Copper 
Finish. 


Copper isn’t a kitchen- 
only metal, either. This 
cabinet hardware adds 
to the up-to-the-minute 
smartness of any room. 
Order Package 534A, 
which has a retail value 
of $142.00, from your 
wholesaler today. It 
includes a complete 
assortment of the authen- 
tic designs shown here 
plus the salesmaker that 
shows ’em and sells ’em, 








The Stanley 
“100 Plus” Hammer 


The aristocrat of nail hammers. 
No. 11% — 16 oz. — $3.75. 





The Stanley Chisel Kit 


The finest chisel made in 6 most 
wanted sizes. No. 66 Chisel Kit — 
$18.00. 







The Stanley 
Pull-Push Rule 


White face, flexible steel blade 
with big, black numbers and 
markings. No. 1206W —6 ft. 
Rule — 98¢. 


These Stanley Tool leaders are fea- 
tured in the BETTER HOMES 
AND GARDENS June issue for 
Father’s Day giving. Bring Dad 
and his givers into your store. 
Feature the same tools in your 
advertising and displays. Ad 
reprints and mats available from 
Stanley Tools, 125 Elm St., New 
Britain, Conn. 


THE STANLEY WORKS + NEW BRITAIN, CONNECTICUT 
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Handyman Builders Saws 
Make Satisfied Buyers 
Of All Your Customers 





Professional or amateur, the man from — the 6” H65 at $67.50 list 
Th | e NEW! who works with wood appreciates and the 7” H70 at $77.50 list. 
ey r ‘ee the value packed into these Build- Carrying case available for both. 

ers Saws. Two models to choose 


A Jointer Plane 
A Builders Kit 


Show your builder customers this 
new jointer plane. Point out the 
long 16” shoe and the interchange- 
able, % h.p., 20,000 r.p.m. motor 
... the same motor powers Stanley 
Router. The H58 Plane cuts 2Y, ,” 
wide and %.” deep, and bevels 


from 0 to 45 degrees. Retails at a H70 7” Builders Saw PLUS The H70 cuts 2 x 4 at 45° 
low $79.50 


Check These Four Selling 
Features On Both Saws: 


1 Full ball and roller bearing construc- 
* tion throughout. 


y] Multi-grip handle and convenient 
* switch for operating ease. 


3 Automatic telescoping guard for 
* greater safety. 





4 Exclusive “Motor Saver” protects 
* motor from impact loads. 


3 Handyman Drills At Popular 
Prices For Farm and Home 


H41 “” Daiut Two models of the 
popular ¥,” drill —the geared 
chuck H41 at $26.95 list and the 
hex-key chuck H19 at $24.95. A 
professional quality tool at popular 
prices. 


H12 *” ont «=A rugged ¥,” drill for 
the heavy work. Spade and pipe 
handles removable for close work. 
e lot of drill — the H12 at $49.95 
ist. 





H63 Builders Kit 





And show builders this new 


Stanley Builders Kit H63. The Order Stanley Electric Tools from your wholesaler. He has 
H58 Plane plus a complete, on-the- the complete line of saws, drills, planes, routers, kits and all 
job shop in a fitted metal carrying accessories, Or write Stanley Electric Tools, 125 Myrtle 
case. Retails at $145.00. Your Street, New Britain, Conn., for full details. 


wholesaler has H58 Plane and H63 
Builders Kit now. 


HARDWARE + TOOLS «+ ELECTRIC TOOLS + STEEL STRAPPING + STEEL 


BUILDING 
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What makes a really gooe 


ie BESTT ? 


CORE A core that will stand up to abuse 
and still withstand a wide variety of 
cleaning solvents. 


C 0 V t ig A cover that is designed to include the 
length and density of pile to fit the 
job, properly cut so that it is not too 
skimpy or bulky. Then it must be bond- 
ed to the core to withstand surface 
stress and strain and not loosen in 
cleaning solvents. 


EN D C A Pp An end cap engineered to firmly hold 
the cover and core in place, allow 
close cut-in next to woodwork, and have 
a perfect bearing surface for the Rod. 


Designed to give roller rigidity, yet ease 
ROD AND of handling — a handle comfortable to ONLY BESTT THRIFTEE 
HANDLE grip and a rod, so machined to hold SNAP-ON ROLLRS OFFER YOU: 

end caps in place yet provide noise- 

i h , . 
less bearing action when rolling as Besphenolic Core — Sec deelidilhed the- 
BESTT ADHESIVES — Seiis sae 

are scientifically bonded to “BESPHENOLIC” Cores . . . he aw — ; earings —nylon to 
and are formulated to withstand Water, Alcohol, Lac- metal — so Smo-o-oth in use. 
quer Thinner, Acetone and Mineral Spirits. Easy to Assemble — covers snap on in- 


stantly and stay in place. 


on cover which has been fas- Fits all Bestt Covers — (except Giant 
tened with “Bestt Adhesive” Core Line) —End Caps therefore are inter- 
and forcibly rip it off the core changeable on Dynel, Frieze, Mohair and Twist 
Carpet covers. 

Top Quality Nylon End Caps—moid- 
ed to exact size with 6 spread flanges — are 
non-rusting. (Especially good for water base 
paints) 

Friction Grip —eliminates slipping and 
forms a positive lock. 


7; Feather Weight— snap-on rollr with cover 


weighs less than 7¥2 ounces — cuts fatigue. 
















Let's take this THRIFTEE Snap- 












4 gpthempe serge onc Cut-in at Close Angles—Fiush End 


pulled the fibres through the Cap construction allows you to roll right 


fabric. Proof of the itiv 
Mana <<. against woodwork without smearing. 


New BESPHENOLIC Core is proven far 
SUPERIOR under grueling SUBMERSION TESTS 


on Besphenolic Cores 
| After six intensive weeks of submersion tests on Besphenolic 
Cores, the BESTT Research Laboratory proved that the Bes- 
phenolic Core is for superior and is therefore guaranteed 
4 ~ 
n°) = «6Besphenoiic | ae Y 





SHELLAC MINERAL 4 cerone My TURPENTINE 


TL AAL TH 










ALCOHOL SPIRITS 
Director of Research 
HOHE 


bt tte inc. : ee 


FOND DU LAC, eres onesie Request Six FREE Besphenolic Cores and Test Them Yourself. 






BESTT ROLLR. Inc. j 
Fond du Lac. Wis 
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Here’s how United States Steel is helping you 


promote the sale of pressure-creosoted wood | 


By a consistent advertising program 
in leading farm magazines. 














































Through the use of testimonial-type advertisements United 
States Steel keeps reminding your farmer-customers about 
the advantages of pressure-creosoted wood and fence posts. 
This campaign, which appears in a number of leading farm 
papers, is seen by a diversified group of farmers every month. 


By supplying farmers with free literature on fencing. 





Many helpful suggestions on fencing, field and pasture layout 
are covered in these two booklets, “Fence Planning Saves,” 
and “Fences That Pay.” In addition they stress the impor- 
tance of using only pressure-creosoted posts for all types of = 
farm and ranch fencing. You may have a supply of these j 
booklets to hand out to your prospects. ' tence 





on pressure-creosoted wood. 





20VPS 
To help you reach your local farm and ranch market, United 
States Steel has prepared a variety of newspaper mats on the 
use of various kinds of pressure-creosoted wood. They are 
available free for your own use and can readily be used in the 
local newspaper over your own signature. We will be happy 
to give you more information about these free mats. 


By making available to you free newspaper mats : ' planning | 
= ' | 


By showing you how other lumber dealers built suc- 
cessful businesses on pressure-creosoted wood. 








Mr. W. H. Adams, Adams Lumber Company, Grant, Nebras- 
ka, has been in the lumber business for 50 years. During that 
time he has been successful in selling pressure-creosoted ma- 
terials by convincing his customers of the long life of such 
products. “I recognize that a creosoted fence post is a superior 
product, I know of nothing better .. . it is one that I can 
guarantee; consequently, I do not have any difficulty selling 
it to our customers. They’ll buy it on my say-so and because 
their neighbors have been getting twenty-thirty years of life 
from the ones they have bought.” 





Agricultural Extension Section 
United States Steel Corporation 
525 William Penn Place, Pittsburgh 30, Pa. 


Please send me information on your merchan- 
dising program for pressure-creosoted products 
and the name of treaters. 

Name — 


Address 


City State 


ee 
——— 


UNITED STATES St Bae 
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You'll save a lot of storage space... 
boost profits too...with 


KEYSTONE 


TENSION SCREENS 


EVEN WITH ONE EYE CLOSED you can see that 
Keystone Tension Screens take only a fraction of the 
storage space used by ordinary screens. Besides that, 
Keystone Tensions do away with costly labor 
charges. Like other merchandise, they come to you 
complete... ready to sell at a standard mark-up. 
Profitable business is assured. a 
Keystone Tension Screens are all-aluminum 
..-don’t rust or stain the woodwork... last 
far longer...cost less than old-fashioned 
screens...never have to be painted... 
save time, bother and expense in 
every way. 


fy 
Poa 


For top sales and profits, write us 
for all the facts about Keystones. 


























lin, 
One screw in upper blind Only two small, neat, Tension catch on sill se- Free-floating sill bar Flat wire 5-strand sel- 
stop holds each remov- permanent brackets ore curely adjusts Keystone readily adjusts screen to vage assures strong ver- 
able top bracket. located on the sill. Screen with turn of knob. off-level or uneven sill. tical edges. 




















.G es £-wmek, EF 


ee a ee Se a ee ee Ee 


Hanover, Pa. « Fostoria, Ohio 
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PLYWOOD 
















Let us relieve you of the problem of locating MIXED ORDERS 
of hardwood and fir plywoods, doors, hardboards and other 
items. We stock fir plywoods in thicknesses from 4” to 1”, width 
from 24” to 60”, lengths from 48” to 192”. We can fulfill all your 
requirements with one order and deliver immediately with our 
own KOCHTON PLYWOOD trucks from a modern, well-stocked 
warehouse. Choose from the KOCHTON products shown below: 





Contact us on LUMBER 
in Carload Shipments 


. Ne Specializing in direct mill shipments by L.C.L. or CL, 
‘= 





DECATUR, ILLINOIS SOUTH BEND, INDIANA COLUMBUS, OHIO : 16 ~<) 
North 22nd Street 1013 S. Main St. 1273 Edgehiti Rd. 
pETRenT mrewiean Atlantic 7-7715 Klondike 3507 
ae ee INDIANAPOLIS, IND. | MILWAUKEE, WIS. 
Tyler 8-2000 777 WN. Tibbs 500 S. Eleventh St. 
LOS ANGELES, CALIF. Melrose 6-3485. Orchard 2-6730 
Oe ee te 
SAGINAW, MICHIGAN — + 2. : 
1234 Rust $t.—3-5493 wap pneqnandhstincted PLYWOOD ano VENEER CO., INC 
GRAND RAPIDS, MICH. CINCINNATI, OHIO FORT WORTH. TEXAS 
224 Graham, $.W. 3250 Fredonia Ave. 2505 WN. E. 33rd St. 
Glendale 6-5466 


GENERAL OFFICES & WAREHOUSE ~- 509 West Roosevelt Road - Chicago 7, Illinois - Phone: TAylor 9-0800 
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“ EVERYTHING HINGES ON HACER /.’ 














C. Hager & Sons Hinge Mig. Co. + 139 Victor Street + St. Levis 4, Me. 
Founded 1849 —Every Hager Hinge Swiegs on 100 Years of Experience 
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f Biggest news in metal roofing today is Ceco Cross- 
{ Corrugated Metal Roofing. Made from galvanized 
zinc-coated steel, this new patented* Roofing comes in 





New for you !—Ceco Cross-Corrugated Roof- 
ing in Rolls with waterproof lap-sealer 


Here are 7 advantages of Ceco Cross-Corrugated Roofing: 


1 ONE SIZE FOR INVENTORY. \\ out of stock—one size 


roll serves all your roofing requirements; 


@ TAKES LESS WAREHOUSE SPACE. Rolls are stored up- 


right in a fraction of the area needed t tore flat roofing sheets; 


3 SAVES ROOFING. Continuous rolls with lap-sealed edges 


require 8% to 25% less material to cover same area as sheets; 


@ SAVES ERECTION COSTS. Can be applied in less time... 


save one-fourth to one-half the expense; 


& SAVES SHEATHING. Solid deck not required—just roof 
boards on 29” centers. Patented* design provides lecessary 
rigidity to bridge fr ' rd tot rd 


G UNROLLS FAST FOR EASY APPLICATION. Goes on fast 





—easy to handle, as it unrolls like « 


omposition roofing—covers 
75 sq. ft. per roll 
7 LEAK PROOF. Adhesive lap-sealer comes applied to rolle 


provide vateror f nt hetween c 





* 


Other patents pending 
In construction products 
Ceco ENGINEERING 


makes the big difference 
— 


CECO STEEL PRODUCTS 
CORPORATION 


Offices, warehouses and fabricating plants 


in principal cities « General Offices: 5601 
West 26th Street, Chicago 50, IMlinois 





Fastest application ever—Crimped edges 
eliminate need for matching corrugations 


INTRODUCING—GALVANIZED ROOFING IN ROLLS WITH LAP-SEALER ATTACHED 


Ceeo cross-corrugated toll roofing 


rolls 30” wide by 31’ long and covers three-fourths of a 





square. It can also be used as siding. No other design 


can approach the ease and speed of application. (Fe) 





Easy does it—Roll it out—Nail it down— 
Lap automatically seals 


Suggested uses for Ceco Cross-Corrugated Roll Roofin 


























CECO STEEL PRODUCTS CORPORATION 
6601 West 26th Street, Chicago 50, Illinois 


' Gentlemen: Please rush me descriptive literature of Ceco's H 
+; new patented Cross-Corrugated Roll Rooting. 

} AL 

| Name 

' Firm 

| Address 

! City___ State__ 









an A 
be 
-< 


LAE ORY a 
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A LIVING ROOM PANELED 


atts icine 


THIS BRAND NAME ON LUMBER ALSO BRINGS YOU 


A WIDE VARIETY OF Dlosl Coast Hemtock Produclhs 


with West Coast Hemlock sipine 


Because Hemlock is so beautiful, the owner and builder of 
this modern home selected Hemlock siding for the interior. 
Its light, warm color mellows with age. Its straight grain 
and fine, even texture are pleasing to the eye. These charac- 
teristics, plus light weight, stiffness, and high nail-holding 
power, make Weyerhaeuser 4-Square West Coast Hemlock 
ideal for a wide range of uses. Freedom from pitch, loose 
knots, and splinters adds to its workability. Natural finishes 
or paints go on beautifully, and hold very well. 


That’s why this species often is called the “Ability 
Wood.” For framing and sheathing, siding, molding, floor- 
ing, paneling, and scores of other uses, West Coast Hemlock 
has few equals. 

Many lumber dealers are profitably featuring versatile 
Weyerhaeuser 4-Square West Coast Hemlock. Write for 
full information and sales literature. 
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Weyerhaeuser 
Sales Company 


+ . * 


ST. PAUL 1, MINNESOTA 
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Farmers and roofers know that USS 
StormSeal is the ideal galvanized roof- 
ing and siding material. They know 
how easy it is to install, how strong it 
is in high winds, how it stands up for 
years in all kinds of weather. Storm- 
Seal gives maximum protection against 
fire, too, and lightning when properly 
grounded. These are the qualities your 
customers want in roofing, and these 
are the qualities you can give them 
when you handle USS StormSeal. 

USS StormSeal is available in both 
the standard galvanized coating, and 
the extra-heavy, extra-long life Seal 
of Quality coating. And you can carry 
StormSeal accessories to give every in- 
stallation a “custom-fit” look. 

When pointing out the advantages 
of StormSeal, make a point of show- 
ing your customers these five signifi- 
cant design features available only in 
StormSeal: 


UN i! 
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1. Pressure Lip. Slight depression in lower end 
of sheet for pressure contact between over- 
lapping sheets at end laps. Eliminates seepage 
of wind-driven rain and snow. 


2. Triple Cross Crimp. Three dams to stop 
rain from being blown under end laps, or 
drawn in by capillary action. 


3. Twin Drain. Double safety drains—double 
insurance. They trap any moisture that might 
get into lap areas and drain it off. 


4. Flat Top Seams. Make nailing easy. 


5. Tension Curve. Slight arch to each sheet 
makes it fit snugly to roof decking. 


In addition to StormSeal, U. S. Steel 
makes top quality 1144” and 2” cor 
rugated and 5-V Crimp Sheets for roof 
ing and siding, available in both stand 
ard galvanized and Seal of Quality 
coatings. 


USS 


) a 
ae ee ee 
s Fe eee ae i ee 
| 


wi) 8 


USS Formed Roofing and Siding products 
are made from steel sheets, coated with 
a certified, uniform, protective zinc 
coating, produced in accordance with 
American Society for Testing Materials 
Specification ASTM A-361. 


UNITED STATES STEEL CORPORATION 
525 William Penn Place, Pittsburgh, Pa. 


KM oaAL 


uss Ji SE 


ie ee ee 
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Outstanding in DESIGN...0utstanding in QUALITY... 














4318 Crestwood Design 
(shown assembled) No. 405 


Auxiliary Roses — 5)" in diameter 
ee ee ee 
Extension Unit for longer backsets available 
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Defender 


Standard Duty 
Cylindrical Locks 


The lasting beauty, security, 
and smooth, trouble-free opera- 
tion of the CORBIN Defender 
make it the first choice among 
builders of finer homes, apart- 
ments, motels, and stores. The 
smart, distinctive Defender 
designs .. . exclusive luxury 
features . . . superior materials 
...and moderate price are 
outstanding reasons why it's the 
most ADVANCED lock in 


its class! 


Four basic Defender designs are 
available in 13 functions to 
meet all requirements. A strik- 
ing selection of Rose Plates and 
lock accessories enables you — 
with but a few numbers in 
stock — to offer your customers 
a variety of Defender \lockset 
combinations and finishes, 


P EXCLUSIVE ‘‘VELVET-GLIDE’”’ 
ACTION .. Ball Bearing Latch 
Retractor for long life and smooth, easy 
knob action, No other maker puts this 
sueury , foek feature on locks in this 
price class! 
zs ® DUAL BEARINGS . . . on each knob 
Make Extra Sales provent knob wobble. Brass to steel 


wi ee lt _ for longest life 
;, 100% REVERSIBLE without us- 
Tatiielitehilela Metis ct ing key, for rapid installation 


* CORBIN 5 PIN TUMBLER SECURITY 
, - +» can be Master-Keyed with other 
“~¢ > aa ts Corbin cylinders, 

> ; 4 © SELF-ALIGNING . . . thrust bearing 

on knob spindle prevents binding 
NO DIE CAST PARTS cases and 
all internal parts ore heavy, pressed 

zine-plated dichromated steel. 

HANDSOME DESIGN . all ex. 


terior parts of time-enduring brass, 
bronze, of aluminum. 
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There is no other 
WATER VAPOR BARRIER 


like y) : 55 


@ Richkraft is impervious to the 
effects of Fungi. The Kraft sheets 
are treated with special fungicide 
in accordance with Housing Re- 
search Series No. 15 H.H.F.A. 


@ Richkraft is made up of two 
heavy Kraft sheets bonded together 
with Asphalt. This makes it a per- 
fect water vapor barrier. 


@ Richkraft is the lowest cost mem- 
brane capable of meeting moisture, 
vapor and fungus conditions. 


Richkraft is tough! It is easy to 
lay. Two men can do all the 
work needed—Richkraft 65 costs 
less laid down than two layers 
of 15 tb. felt mopped or 55 Ib. 
roofing. It is clean—no sticky, 
tacky surface for the following 
trades and there is a size for every 
job—3, 4, 6, 7 and 8 ft. wide. 


V. A. and F.H. A. accepted 
in tiew of felt membrane 
or 55 Ib. roofing. 


7 
: : 
: Ask also about other Richkrafe ° 
: Papers. There is a Richnsers : 
$36 sheet for every pur ee : 
* Reinforced Water-proe pers, § 
: Richflex Reflective Insulation, . 
: Black Papers -_ vc ge : 
: ere is Kic id, ©) 
: ont Faces for both interior 
: and exterior corners. 
4 
>. 





THE RICHKRAPT CO. 
510 N. Dearborn Street 


Chicago 10, Illinois ee ) ever 
Gentlemen: AL : 


Tell me more about Richkraft 65 and send samples. 
== 

















Dealer Reaction to Distribution Editorial 





“You've hit the nail on the head". . . "It's up 


to the manufacturers" . . . "Cooperation is the 


answer”... “Establish a set policy on distribution 


and stick to it.” 


Copies of the editorial 
on distribution that appears 
on page 50 were sent to hun- 
dreds of dealers prior to pub- 
lication. Just a few of the let- 
ters giving reader comments 
appear below. Additional let- 
ters will appear in future 
issues. 


Dealer control of distribution... 


To the Editor: You certainly have 
hit the nail on the head and I am 
sure there is only one answer to the 
problem and that is your Item No. 4, 
namely, the lumber dealer having 
complete control of distribution in 
his trading area. While a few deal- 
ers have accomplished this, I think 
there are far too many who are re- 
luctant to move forward and do 
something about not only the dis- 
tribution, but the sales volume of 
the materials they are distributing. 

It certainly is wonderful to have 
a man of your outstanding ability 
as well as unselfish interest in the 
industry who will spend the time 
and effort toward trying to do some- 
thing about a very bad situation. 


Paul V. DeVille, President 
The DeVille Lumber Co., 
Canton, Ohio 


Manufacturer control 
of distribution... 


To the Editor: It is my opinion 
that unless manufacturers can be 
convinced that they must investi- 
gate a prospective distributor in 
the same manner they would a 
prospective executive whom they 
expect to hire, distribution will 
continue to deteriorate. 

Having been all three—manufac- 
turer, jobber and retailer—lI take 
a rather broad view of the problem. 
Manufacturers, being unsuccessful 
in getting ethical distributors in a 
particular area, finally resort to the 
“B” Jobber or to some under- 
financed distrik-itor, who is deter- 


ADDRESS. Cinta setae TF _. | mined to succeed at any cost. In 

9 turn, the unethical distributor 
TOWN ZONE—— STATE | doesn’t scrutinize his sales to see 
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that they are going through the 
proper and legitimate channels of 
retailing. It would seem that per- 
haps we are all lacking in business 
morality. 

Definitions of dealers and jobbers 
are sometimes rather hard to estab- 
lish. I attended a meeting in In- 
dianapolis, following the Indiana 
convention, in which it was stated 
that Indianapolis has about seven 
jobbers, who do not sell a single 
dealer. They are selling direct to 
the contractor and to the consumer 
or to anyone who will buy their 
products. 

It seems to me that no one can 
control this problem of correct dis- 
tribution except the manufacturer. 
Therefore, I would indorse your No. 
3 plan, whereby an organization is 
formed—a sort of United Nations 
of manufacturers, wholesalers and 
retailers; this group might be able 
to define, once and for all, “What is 
a Wholesaler?” and “What is a 
Retailer?”. They might very well 
also determine the policy that a 
manufacturer should adopt in the 
selection of his distribution outlets. 
I realize this is a big undertaking 
and I very much admire you for 
trying to do something about it. 
You have my unqualified support. 


J. F. Donahue, Chairman of the Board 
Great Lakes Distributing Corp. 
South Bend, Ind. 


“Four ways out 
of this quandary”... 


To the Editor: You have raked 
out of the coals an old chestnut, 
which has plagued the manufac- 
turer, wholesaler and dealer dis- 
tribution system for a long time. I 
personally commend you in your 
effort to get this problem on top of 
the table for solution. I, for one, 
shall be very hapny to cooperate 
in any way you suggest to solve 
this problem. 

While it is a tough one, I have 
never felt that it is an insurmount- 
able problem and if I may be so 
bold, I should like to suggest that, 
at least in my humble opinion, the 

(continued on page 118) 
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PROFITS 


...-if you 


please 
and everyone’s pleased with 


MALT-A-MATIC wood windows 


a ea oe Ee Pe IOI 1 a 


You offer more and sell more when you stock 
MALT-A-MATIC double-hung wood window units. Archi- 
tects appreciate the handsome, modern styling . . . builders 
enjoy the ease of installation and the economical price... 
home buyers like the added value in homes that incor- 
porate the quality of MALT-A-MATics, This satisfaction 
in MALT-A-MATIC wood window units makes selling 
windows a pleasure .. . and brings greater profits. 


JAMB LINERS... all Malta units 
feature easy-to-remove jamb liners to reduce 
jamb width for variations in wall thickness. 
For complete satisfaction 
of every customer... 
display the complete Malta line 
MALT-A-Maric, 
MALT-A-VENT, 
modern multi-purpose unit 
for stacking or grouping 
MALT-A-GLive, 
horizontal- sliding, 
removable sash 
wood window unit 


Write for full, complete 


REMOVABLE GAGH ... easy, information and name of 


quick removal of sash simplifies cleaning or nearest Malta jobber. 
painting. Lets you wash the outside, inside. 
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Rm now seercwennrenmne 


New! A PACKAGED Steel Garage Door! 


At the Lowest Cost in TAYLOR MADE History! 











Check These New Advantages 
@ No damage in transit 


@ Easier to stock—on the site and in your 
warehouse 


@ No damage while in storage 


@ Not limited to truck delivery 
—can be delivered to the 
site by auto 


@ One man can handle— pack- 
ages are 314’ x 8’ 








FREE PLANS: 


Complete plans for the con- 
struction of the five attractive 
garages shown here are available 
for the asking. Lists of building 
materials are also included. 
Write on your letterhead to 
address below. 














Your Customers Want These Features: 


Taylor Made Steel Garage Doors are available in a 
wide range of sizes and styles. Construction is of zinc 
coated steel. Hardware includes nylon rollers, auto- 
type lock handle, double latches. Famous patented 
“frameless” construction gives greater rigidity 


with less weight. All doors are prime-painted. GARAGE DOORS 


*55-1-C 





12430 Evergreen Road Detroit 28, Michigan 
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: Here’s why YOU should 


buy our new beveled siding — 

























LOWER LABOR COSTS—you save money on labor 

costs because this new plywood beveled siding covers 

large areas with widths of 12”, 16", 20" and 24°, 

a _ Also, because EVERSIDE SIDING is beveled, wedges and furring strips are 
— unnecessary. Square ends and full dimensions are guaranteed. 


PLYWOOD CONSTRUCTION—EverSide BEVELED 
SIDING is manufactured by bonding a weatherproof 

a ES phenolic resin-impregnated fiber to Exterior grade fir 
the MOST ext 1g d¢ Ue / plywood. The plywood base assures greater strength, increases nail-holding 


opment ay aay building qualities and will not split or sliver. 


industry today... 


SUPERIOR PAINT BASE— because the surface is 
The new EverSide overiaid-plywood {  resin-impregnated, the face is hard, smooth and grain- 


beveled siding opens up a new vista of less, highly resistant to checking and will not bleed. This 
surface provides uniform “tooth” and holds paint much longer than untreated 
wood. The prime coat of PENTA WR gives dimensional control, primes the 
the beautiful appearance, you receive surface for painting and protects against rot and termites. 


the advantages of greater economy, ease 





beauty in home exteriors. In addition to 


of application, weatherability, and better 
paint surface. Be the first in your locality 
to sell this PROFIT-MAKING product 
Contact us today for full information on 


the new EverSide BEVELED SIDING 


PACKED IN CARTONS — Sturdy Cartons Protect 
EverSide Beveled Siding right up to the time of appli- 
cation. Cartons may be easily handled and can be 
stacked to great heights in your warehouse. Each carton is plainly marked on 
end as to quantity and size 





14 WAREHOUSES 


CHICAGO, ILL. MINNEAPOLIS, MINN. 

DECATUR, ILL. CINCINNATI, OHIO 

DETROIT, MICH. COLUMBUS, OHIO 

SAGINAW, MICH. MILWAUKEE, WISC. AF 

GRAND RAPIDS, MICH. GREEN BAY, WISC. PLYWOOD ano VENEER CO., INC. 
SOUTH BEND, IND. FORT WORTH, TEXAS 

INDIANAPOLIS, IND. LOS ANGELES, CALIF. GENERAL OFFICES & WAREHOUSE 


509 WEST ROOSEVELT ROAD . CHICAGO 7, ILLINOIS 
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“Our wholesaler is a vital 
part ef our business”... 


says Mr. Dave Taylor, Owner and Manager, 
J. F. Taylor & Sons, Inc., Marshall, Minn. 





“Our wholesaler is a great help in building 
sales for us,” says Mr. Taylor. “His sales- 
man, who calls regularly, helps us promote 


organization and keeps us informed as to 
product changes, new lines of merchandise, 
and new methods of installation.” 


new business, close sales, and deal with the For the past two years, Mr. Taylor has 
out-of-the-ordinary problems that come up been president of the Northwestern Lum- 
so often in this business. bermens Association, the largest organiza- 

“Our wholesaler also helps train our sales _ tion of its kind in the country. Well in- 

formed about the merits of various forms of 
distribution, he has chosen to take advan- 

tage of wholesaler services to build his busi- 

ness and keep operating costs down. 

“We depend a lot on our wholesaler’s 
well-stocked warehouse,” Mr. Taylor goes 
on. “This way we can keep our own capital 
investment in inventory down to a mini- 
mum. We save on warehouse space, han- 
dling, and other overhead costs, and yet we 
can still guarantee fast, accurate service to 
our customers.” 

A friendly business relationship, expert 
merchandising help, and reduced capital in- 
vestment are just a few of the reasons why 
so many dealers, like Dave Taylor, now deal 
through established wholesalers. These 
men know that wholesalers offer greater 
buying economy, less risk of obsolescence, 
and faster service on fill-ins. 

The Armstrong Cork Company firmly be- 
lieves that the present success and future 
growth of the building materials business 
depend to a large extent on wholesalers. 
That's why you'll always find Armstrong 
Building Products distributed only through 
reputable and experienced wholesalers. 


‘Armstrong 


3505 Rieker Avenue, Lancaster, Pa. 


Makers of Temiok® M-67® Monowall® Cushiontone® 
Insulating Wool Hardboards All-Purpose Cements 





the wholeseler’s near-by warehouse and his complete assortment of stock mean 
greater buying convenience for J, F. Taylor & Sons, Marshall, Minn. There's no need to 
shop around for materials, no long waits for delivery, and less risk of obsolescence. 
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Here’s why 


Pittsburgh Brushes 


are right for you! 


Want to sell a line of brushes that doa really smooth 
job... work easily ... and have plenty of carrying 
capacity? Then you want to stock Pittsburgh Red 
Stripe brushes! A complete line of (1) pure hogs’ 
bristle brushes (2) 100% texturized synthetic bristle 
(Pittsburgh's improved Velvet-Tip synthetic) (3) 100% 
Tynex Nylon (4) scientifically blended mixtures of 
hogs’ bristle and synthetic. All are made in one of the 
world’s most modern plants by experienced, expert 
brushmakers—your guarantee of the kind of brushes 
that not only satisfy customers, but bring them back 
time after time! 





For the address of the Pittsburgh supplier nearest (- Sas, F 
you, write: PITTSBURGH PLATE GLASS COMPANY, Brush 

Div., Dept. C-5, 3221 Frederick Ave., Baltimore 29, ( 

Maryland. 


Maintenance, power-driven and paint brushes { 
for every home and industrial use 


PITTSBURGH 


Kad Stripe 
BRUSHES 
G BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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nmromese ¢ 


NEVER ventilate a Ceiling or 
Wall Space to the Inside... 


If you do, the better the insulation, the worse will be the condensation; 
for the colder the air in the space between insulation and roof or walls, 
the less vapor can it support in suspension. 
















ENT : 

In new construction, moisture is evaporating Tus ADVERTISE. Progressive wilder: 
from many tons of cement and plaster. Vapor flows Architectural yilder: Pr 
from areas of greater density into this small, cold ture: Americam Heating 
space, an area of less vapor density and small 
vapor capacity. 


Where multiple accordion aluminum is used, 
fortuitous vapor and water (for instance rain) will 


gradually flow out, as vapor, through exterior Cold undersurface of roof 


walls and roofs as vapor pressure develops within. extracts heat from air, 

The vapor cannot back up through the continuous, causing condensation 

almost impervious aluminum. It will flow out ofvaporfromair _“~ (=i 
because walls and roofs have substantial perme- in contact. 


ability by comparison, far greater than the required * 
5:1 ratio. Infiltration under the flat stapled flanges 
of multiple accordion aluminum is slight. 


Unusual amounts of vapor, as from crowds in O- 
theatres, churches, schools, stores, etc. must be Zen 
adequately vented to the outside. Each person 
breathes ovt and perspires vapor, winter and 
summer, at the rate of 3 Ibs. a day. 


Vapor from newly 
evaporating struc- 
tures, and from 
a crowds of people 
} in dried-out struc- 
i tures, flows to 
areas of less 
vapor density. 


To obtain MAXIMUM, uniform-depth protec- 
tion against heat loss and condensation formation, 
it is necessary to use the new edge-to-edge multi- 
ple aluminum’, each sheet of which stretches 
from joist to joist, and also all through the flanges 
for further vapor protection as well as permanent 
attachment of each sheet. 


In the illustration, an actual case, it was 
recommended that the inner vents above the 
insulation be eliminated. 




















Pn 
The U.S. NATIONAL BUREAU OF STANDARDS poe dy 
has prepared a helpful and informative booklet, 
Moisture Condensation in Building Walls” which 2. 
discusses causes and cures. Use the coupon and we RECTORY AUDITORIUM 


will send a free copy. 


*Patent applied for 
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{ INFRA INSULATION INC. i 
| 525 Broadway, N.Y.C., Dept. U-5 ' 
INFRA INSULATIONS CAN BE PURCHASED I 0 Please send FREE U.S. Bureau of Standards 1 
from 3¢ to 10¢ per sq. ft. 1 Booklet BMS63 0 Please send samples ; 
depending on the type. Name \ 
! Firm 
Address. 4 
INFRA INSULATION, INC., 525 Bway., New York, N.Y. 
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Report from 











WASHINGTON 





Why Title | Is a Must . . . Housing Saturation 
Is Not Near . . . Suburb Migration to Continue 


The publisher of a business 
magazine in another field has 
asked this page why Title I, hav- 
ing to do with credits for repair 
and modernization was ever set 
up; implying that he thought it 
shouldn’t have been. The answer 
of course is simple. Builders and 
material dealers knew the mar- 
ket was there; but it couldn’t be 
supplied until a workable system 
of credits had been established. 
It would be impossible for deal- 
ers and builders to carry $1.5 
billion of repair and moderniz- 
ing credits on open-book ac- 
counts, 


. S:-@ 


Repair and modernization re- 
sulted in enormous savings to 
the country by making older 
houses useful and satisfactory to 
their owners. The figures quoted 
above indicate the amount of 
business brought into the market 
by those systematized loans; and 
of course the restoration of old 
houses cost much less than the 
creation of a like amount of liv- 
ing space through the tearing 
down of the old structures and 
replacing them with new. 


*«* * 


Are too many families buying, 
on excessively liberal terms, 
houses they can’t afford to own? 
Is housing construction reach- 
ing the saturation point? The 
first question is for industry and 
government economists to work 
on, in the light of national in- 
come and the proper disposal of 
credit in the consumer market. 
In other words, they need to de- 
cide what people, and under what 
circumstances, can take on the 
obligation of paying for a home; 
and then to establish credit 
terms accordingly. 


7 A 4 


Administrator Cole, of the 
HHF A, has told Congress a sat- 
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urated housing market is a pos- 
sibility; which of course can be 
said about any market. But 
there’s little evidence as yet that 
we're near the housing market 
saturation point. The Depart- 
ment of Commerce says that 
family income has increased 
50% since 1947. Family pur- 
chasing power has increased by 
80% since 1929. Purchasing 
power hasn’t stayed even, in 
percentages, with income; be- 
cause prices, too, have increased. 
But purchasing power has 
gained over prices. 


*~* * 


Average income of nonfarm 
families is $6,390. Average in- 
come of individuals living alone 
is $2,630. These and other in- 
come figures help explain all 
kinds of high consumer demand; 
certainly the demand for sep- 
arate living quarters. The live- 
alone-and-like-it trend is still 
characteristic of Americans, and 
in general they’re able to pay 
for it. The Federal Reserve 
survey shows that more people 
are in the market for houses 
than at any earlier time since 
the survey was initiated, back 
in 1946, 


** + 


The head mistress of a famous 
and wealthy school for girls told 
this page recently that her fac- 
ulty people don’t want to live in 
in the campus; although the 
quarters are handsome, and the 
cost to the teachers is low. Such 
low-cost fringe benefits don’t 
compensate for the lost inde- 
pendence of living alone. 


x*~* * 


Government girls and secre- 
taries employed in private busi- 
ness offices feel the same way. 
Everyone knows that newlyweds 
want to live alone. Widows, wid- 


* owers, bachelors and spinsters 


constitute about 20% 
housing market. According to 
the National Office of Vital 
Statistics, about one-fifth of 
couples married for 16 months 
or less are living with relatives. 
While they may be fond of the 
relatives, they dislike the living 
arrangements and most of them 
are exploring every possibility 
of getting homes of their own, 


of the 


e. og 


The continuing migration to 
the suburbs points to a sustained 
wave of home buying. It’s esti- 
mated that suburbanites now 
number about 40 million people; 
and the end of this migration is 
not yet in sight. These suburban 
dwellers, actual and prospective, 
have the highest average in- 
comes, the most children under 
14 and the highest percentage of 
home ownership of America’s 
citizenry. Three quarters of 
these families own their own 
homes. 

x * 


At present the marriage rate 
is low; due to the fact that the 
relatively small crop of babies 
born in the depression years is 
now reaching marriageable ages. 
By 1960 a new wave of weddings 
will add to housing demand, 
Consequently, experts in the 
household engineering field, are 
inclined to worry about too few 
rather than too many houses 
built in the next several years. 


= @ 


A sanctuary of personal pri- 
vacy is quite sure to continue to 
be an important factor in the 
housing problem. Planners will 
do well to keep that item in mind, 
along with their worries over 
the burden of mortgage debt. 


—R. Y. Kerr 
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Imagine’ 


this room paneled 










in beautiful genuine 


pre-finished hardwood 


at cost comparable to 
conventional plastered walls 
with 


PRE-FINISHED GENUINE HARDWOOD PANELS 


FINEWOOD 


by DULANEY PLYWOOD CORPORATION 





your key 
to more 
sales 





For dealers and builders alike. Fine Wood pre-finished, genuine 
hardwood panels give luxury appearance at low costs you 
wouldn't have believed possible. 





Fine Wood genuine hardwood panels for any purpose, cut costs 
because ... easy installation — 30 minutes or less to install large 
4’ by 8 quarter-inch panels... completely pre-finished — even 
hand-rubbed with furniture-finishing wax — it's the pre-finished 
hardwood panel. 

















Fine Wood genuine hardwood panels ‘‘sell'’ homes. Beauty, ease 
of maintenance and low cost are your best “salesmen”. 
Fine Wood panels are guaranteed for the life of the house. 








Available in native Walnut, Cherry, Red Oak, 
Maple, Birch, White Oak, Sycamore, and 
African Mahogany, and Limba, a striking light 
wood from Africa's Gold Coast. 























Ask your distributor for free color catalog or write 


Light in weight ond easily hondied, stondord size =DULANEY PLYWOOD CORPORATION 


shown above doorway LOUISVILLE 2, KENTUCKY 
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iber Screening Yourself! 


WAAAY - 
«a we 
we wyt-caeet? 
Waren oF vee bY <Oom 
.-o-F GLASS FIBERS 





It’s stronger than metal or plastic... terrific item for Do-It-Yourself customers 


You'll be all set for new profits if you know, by Frames in a jiffy! No sharp edges to cut or 
personal test, how much better this new Glass scratch. Stays flat. Doesn’t roll up or ravel. 
Fiber screening is. You cut it easily with household scissors. And 


ie woven of vieniesed LOV Gen Ba | 8m wee. 

yarn, and it’s making a terrific hit—especially Stock now for big sales and profits. Be ready 

with Do-It-Yourself householders. to meet the big demand for Glass Fiber screen- 

And here’s why: This Glass Fiber screening has tapi gs gy P—-HOW, TUE RemNe OF 

e greater impact resistance than metal or 
plastic 


*The L-O- F Glass Fibers Company does not manufacture 









screening ... it supplies the yarn only 
e will not sag or shrink 
e is rust- and corrosion-proof ‘ Cc? | = 
e never needs painting aad 
e will not stain screen frame or sills GLASS FIBERS 
e noninflammable 
e won't crease ‘ . 
Makers of glass fibers by the exclusive 
“Electronic-Extrusion”’ process 
 eieeateaterterheeetetete ete ttetetetetatetete teeta 
oe Send Coupon Now for FREE Test Sample 
2 - L-°O-F Glass Fibers Co 
Dept. 588-55, 1410 Madison Avenue, Toledo 1, Ohio ; 
- . . , . J : So I can prove to myself just how strong and tough Glass Fiber 
I his Dispe nse r Rack is y screening is, please send me a free sample. Alao send dea riptive ! 
4 selling LO: I Glass I ibers folder and name of nearest distributor | 
Super’ Fine insulation for 1 
: thousands of dealers. For Name I 
the profitable facts, write: Store } ! 
» ee * . Store Name 
“ L’-O-F Glass Fibers Com- : ! 
pany, Dept. 585-55, 1810 Address ' 
, 
Madison Avenue, Toledo | ou —— Beate 
1, Ohio ii ih sinc utes aca ce eae an ames te eae ences ay me aay Gala damental anid ieee tee aD 
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BRUCE 


high in style... low in cost Ireside Plank Floor 












high in style... 
low in cost 





BRUCE 


ireside 


PLANK FLOOR 


with the exciting new Midnight Finish 


A distinctive random-width 
oak floor at low cost 


. a floor that will 
; home added style and beauty without 
extra expense. Bruce Fireside Plank Floor has all 
the well-known advantages of solid oak, plus 
these winning features: 


Here’s a new idea in floors . . 


give any 


Stylish Midnight Finish 

The mellow, dark intensity of this entirely new 
finish is smart, interesting, appealing. Factory- 
applied by the Bruce “Scratch Test” method. 
its baked in for long life and easy care 


Alternate widths, wide bevels 


Bruce Fireside Plank has the charm of an ex 
pensive random-width plank floor. Alternating 


” ” 
2h and 3M 


strips form an attractive pattern 
that is accentuated by the shadow lines of wide, 


vet shallow, side bevels 


Low installed cost 


Because it's completely finished at the factory, 
Bruce Plank installed 
than a comparable grade of plain strip flooring. 


Fireside costs no more 


There are no on-the-job finishing costs and build 


ers save 3 to 5 days’ working time per house. 





Pocket cuts are easy! 
9-inch saw shown here ts 
power-packed makes 


| ae 





s 


Bruce Fireside Plank Floor gives homes extra floor appeal 
at no extra cost. Write for literature. 


E. L. BRUCE CO., MEMPHIS |, TENN. World's largest maker of hardwood floors 





HAE he 








Leading Architects and Decorators 
praise Bruce Fireside Plank Floor 


“It is a floor that has character! It 
can be used without reservation for 


any flooring need, not only because 


of its natural beauty but also its 
modest price : 

Eugene Voita, A.A 

Chicago 

“The new dark finish of Fireside 


Plank Floor is particularly appealing 
to me, and I am certain it will be wel 
comed by architects and decorators 


throughout the country 


Pipsan Saarinen Swanson 


Bloomfield Hills, Michigan 


AID 


“The alternate width of the boards 
with the beveling produces an over 
all texture that provides a perfect 
baekground for any furniture stylihg 


ind iny color 


James P. Erdman, A.D 
Grand Rapids Furniture Guild 


“I am particularly pleased with the 
new dark finish, as 
idds to the 
beveled effect 


tinguished in characters 


it most certainly 
ind = the 
make it ery di 


appe arance 


Angus McSweeney, AIA 


San Francisco 


pe 
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ALUMINUM ROOFING 
mM ANS COOL BARNS 
‘tar nefgeh ° 


Painting 


PT 64, Mae" oe 
ies es LS 


Build your Aluminum Farm Roofing 
business in the great 1955 


ALCOA ROOFING 
SALES ROUNDUP 


... the greatest profit opportunity ever offered dealers serving the 
nation’s farm areas! 

You get magazine advertising, radio advertising, T V advertising, 
direct-mail advertising, displays, building plans, color movie to 
help you build YOUR business in YOUR county! 

All you need in stock is a selection of Alcoa® Aluminum Farm 
Roofing Sheets and Accessories. Our nearest jobber carries large 
stocks, offers you over- 
night delivery. Phone ALC onl 


your jobber or send the 


coupon TODAY for com- ALUMI N U AA 


plete information. 





ALUMINUM COMPANY OF AMERICA 


ALUMINUM COMPANY OF AMERICA 
2117-E Alcoa Building, Pittsburgh 19, Pa. 


Rush me details at no obligation on how I can tie in to the Alcou 
Farm Roofing Sales Roundup with sample stock selection. 


Name 
Company 
Address 
City 
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Pox ket cut 1ré easy! 
9-inch saw shown here is 


power-packed—makes 


difficult cuts no matter 
how tough the job! 


$114.50 
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Adjustable Saw—the 
professional saw at a 
popular price. Fully 
adjustable for angle and 


depth of cut. $64.50 


B&D 6-inch Heavy-Duty ‘ 


B&D 8-inch Heavy-Duty 

Saw—one of the most popu- 
lar among construction men 
everywhere. Cuts most every 


material known. $96.50 


7-inch Heavy-Duty Saw 





has adequate blade depth & ‘ 
forall general-purpose” lg mareurs oF proressionais— 


sawing. Makes bevel, an- 
gle cuts, pocket cuts, ete. 


ie 


Stock the complete line of powerful 
Black & Decker Heavy-Duty Saws 
and you've got a model to sell to 
every prospect. Whether he wants 
it for home jobs, light carpentry or 
heaviest construction work, he'll 
appreciate B&D features like these: 
B&D-built motors and sturdy over- 
all construction for powerful, con- 


sso | sell em Black & Decker! 


tinuous, heavy - duty operation. 
Built-in adjustments for fast, easy 
depth and bevel settings. And all 
the latest safety features! Demon- 
strate them—and watch them sell! 
Order from your B&D wholesaler. 
THe Brack & Decker — 
Merce. Co., Dept. H305, 

Towson 4, Maryland. 


For neorest wholesaler, 
see ‘Tools-Electric” 


LEADING WHOLESALERS EVERYWHERE SELL 


Black& Decker 


PORTABLE ELECTRIC TOOLS 











How to 


educate 











consumers 











to buy 
the best 





















Yes, you could hold classes to teach your There is timely, worthwhile information 


consumer customers and prospects how the for the homeowner in HOME. It is full of de- 
best materials are the cheapest in the long tailed photos and stories on home remodeling 
run. But there’s a less costly, less time-con- and repair, all referring to you, the local lum- % 
suming way to tell this story to more people. ber dealer, as source of materials and infor- 


mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a And, if a suitable mailing list might be a 
profitable promotion—because HOME makes problem for you, we are prepared to supply a 
it easier for the consumer to buy. prospect list for you at nominal cost—compiled 


ee Ee 





HOME Maintenance & Improvement is a from proved homeowners in your trading area 
full-sized, national consumer magazine, aver- —available for nearly every U. S. city and 
aging over 64 pages per issue, plus full color town of 5,000 population and over. 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- We want to give you full information about 
tomer and prospect list—live names, not just this solution to your local advertising prob- 
occupants or boxholders. lems. Just fill in the coupon below and mail. 

Service Manager, Room 2000M, e 
HOME Maintenance & Improvement 
139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 
Maintenance ( ) Send us complete information, with no obliga- 






tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 





Business name 
Street. 


City ‘ Zone State 


Your name ‘ ; = 
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Today’s home building trend is to sweeping 
horizontal lines in windows, as well as archi- 
tecture. And, Etling Sectional Windows rep- 
resent a complete line, readily adaptable in 
hundreds of combinations to any home design. 
They possess ultra-modern styling . . . maxi- 
mum versatility . . . peak efficiency. 


Sliding & Stationary Units 


Sliding unit features Iridited extruded aluminum sash 
which glide smoothly in self-lubricating Kralastic tracks. 
Interlocking check - rail, weather - stripping. Optional 
Fiberglas screen and storm sash. Stationary units are 
available single or double glazed. Wood frame is keyed 
and screwed for maximum strength, 


Jalousie & Wood Louver 


Offer maximum ventilation, may be combined with 
stationary units. Jalousie features aluminum hardware, 
gear operator, stainless steel weather-stripping. Fiberglas 
screen and storm panel are optional. 










STATIONARY SLIDING 





JALOUSIE WOOD LOUVER 


“TY-IN” Construction 
Cuts Installation Costs 


Interlocking grooves on wood 
frames permit stacking in a few 
seconds without spline or buildup. 
Merely place units together, join 
with nails or corrugated fasteners. 
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The Double-Hung 
Window That Swings 
In For Easy Cleaning 


Just press a tab on each 
sash and both swing into 
the home within easy 
reach. Open or closed, 
both sash slide up and 
down, hang suspended at 
any height. 

















MAIL THIS COUPON 


Send me more information about Etling Windows: 
Nome.... 


Street 


Seer GOS. «+ cc eccckevenedeeees 
C) Deoler () Builder ALS 


The ETLING Window 
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Funny business? Real business for build- trust most: The Saturday Evening Post. 
ing supply and hardware dealers every- Seven out of every ten Post families are 
where! America’s families are now doing home owners. You sell them when you tell 
their own home repairs and improvements __ them, “It’s advertised in the Post.” 

to the tune of some $6,000,000,000 a year. 

You can get your share of it by featuring ve -gets to 

the tools and supplies advertised in the the heart 
weekly magazine that families read and ot America 
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/DF PA’ 


TESTED ! 


‘aU ITY, 
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How can you be sure of fir plywood quality? 


LOOK FOR THE DFPA TRADEMARK! 


eco Play it safe! Your reputation is on the line with every panel you 
buy, sell or specify. Insist on genuine DFPA trademarked panels 
DFPA grade-trademarks are hallmarks of quality used only on 
PlyPanel* for e)Nyauuerele Mm aat-laleie-lendel¢-1e MOL ale(-1amcal-mlalelel-j0a m-Mal‘d[emeler-l ILA mee lalace) 
Interior finish program. These marks are your very best assurance 

of reliable quality. 





*DFPA— Douglas Fir Plywood Association, Tacoma, Washington, 
Wr- Me alelate)ce)iiqmiarelet-ea"me)aes-laly2-]e(e]amme(-i110)(-16 ma comm o)cele 10 lean d-1-1-1- 1008 


PlyScord® for fo) de)anie)elelam-lalomeler-liia maat-linitclar-lneee 
structural uses 





‘> 


Now is the time to check your inventory... because ~ 


wae, 
“aii, FIR PLYWOOD’S 50th BIRTHDAY PROMOTION PROGRAM 1905 1955 
> Will Produce More Sales for You! % l Sy 
“Den yyBs 


EXT-DFPA® for 
outdoor uses 


...other grades for other uses 
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THESE TWO GIRLS, Maxine Geiger and Virginia Mansfield, have been 


completely installing a Berry 


Garage Door in less than thirty minutes 


at dealer and builder shows all over the country. The simple installation 
of this Berry Door has made it possible for many lumber dealers to 
recapture lost garage door business. 


Manufacturer Battles to Increase 


Steel Door Corporation Establishes Merchandising, Selling, 


and Design Policies Aimed at 


Increasing Garage Door Volume for Lumber Dealers 


During the last nine years, many 
industries have seen their method 
of distribution challenged by an 
array of new techniques and ideas 
for getting a manufactured item 
into the hands of the ultimate con- 
sumer. Discount selling, in violation 
of Fair Trade Laws, manufacturers 
selling direct to the consumer, 
manufacturers establishing branch 
sales offices of their own which serve 
to by-pass all jobbers and dealers, 
are examples of the forces which 
have been assaulting time proven 
methods of distribution. 

The building industry, in partic- 
ular, has been one of the major 
fields where this upheaval has made 
itself most evident ... and always 
at the expense of the lumber dealer. 
Each new idea for distributin 
building products has been b 
on some scheme that made it pos- 
sible to by-pass the lumber dealer 
and rob him of his rightful revenue. 

The garage door business is an 
excellent example of how a highly 
profitable item has been gradually 
slipping away from the lumber dealer. 


$133,000,000 Market 

In 1954, approximately 2,000,000 
residential garage doors were sold 
for an average price of $66.50. This 
represents over $133,000,000 in total 
sales. When you include the sale of 
related items, such as lumber, paint, 
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nails, windows, brick and shingles, 
the total dollar volume for garage 
construction approaches astronom- 
ical heights. To lose this business 
would certainly be a serious blow to 
the lumber dealer—yet that is 
exactly what has been happening. 

In many areas, the professional 
garage door installer or “specialist” 
has made tremendous inroads into 
this portion of a lumber dealer’s 
normal business. He was able to do 
this because, prior to the introduc- 
tion of the 1954 Berry Garage Door, 
it took a lot of skill and training to 
install a garage door. They were 
complicated, and only experienced 
men could accomplish a satisfactory 
and economical installation. This 
situation called for a professional 
installer. In areas where profes- 
sional installers were not supplied 
7 the lumber dealer, a new pattern 
of distribution got its first foothold. 
The “specialist”, recognizing that 
the lumber dealer had many cus- 
tomers, and was not familiar with a 
complicated product, offered to 
install garage doors for the lumber 
dealer, take all the worries and pay 
the lumber dealer a fixed fee for the 
call. This was fine, but what the 
average lumber dealer did not 
recognize, until too late, was the 
fact that his customers seldom, if 
ever, came back again to his place 
of business for garage doors. In- 


May 2, 


stead, they delt directly with the 
“specialist.’’ Also, as the ‘‘specialist”’ 
garage door volume grew he shop- 
ped for a cheaper garage door, or 
made arrangements to buy direct 
from a garage door epaibenianer. 
Thus, he gradually took away the 
lumber dealers’ garage door busi- 
ness and, strangely enough, with 
little, if any, battle. 


Why The “Specialist” Is No Longer 
Needed 

The “specialist” was born be- 
cause garage doors were compli- 
cated. The Berry Garage Door 
changes this picture entirely. An 
average individual, with very little 
training, can install this garage door 
in half an hour! Because of its 
simplicity, the Berry Door is helping 
lumber dealers, all over the United 
States and Canada to recapture 
their garage door business. 

Its extreme ease of installation is 
due primarily to complete factory 
assembly of all major units. For 
example, the hardware for the 
Berry Door is completely factory 
assembled into right and left hand 
units. This assembly even includes 
the track. There are no loose pieces 
that can present a jig saw puzzle 
problem to the installer. The latch- 
ing mechanism is factory assembled 
and installed on the door at the 
factory. The adjustable track hanger 


1955, AMERICAN LUMBERMAN AND 











Advertisement 


BERRY OFFERS lumber dealers a complete line of garage 
doors for every building need. This enables the lumber dealer 
to satisfy the demands of all his customers. A part of the line 
is this Berry Custom Garage Door, which is available in 8 


basic designs, and is extremely low in cost. 


Lumber Dealers’ Garage Door Profits 


is another Berry innovation which 
simplifies and speeds installation. 
The engineering department of the 
Steel Door Corporation, manufac- 
turers of Berry Garage Doors, has 
reduced installation procedures to a 
point where all that’s necessary is 
to attach the factory assembled 
hardware onto the door and garage 
door jamb, and then align the tracks. 


Other Berry Aids Which Are Helping 
Lumber Dealers 

In addition to solving the problem 
of installing garage doors, the Steel 
Door Corporation is offering many 
other advanced ideas which help the 
lumber dealer increase his garage 
door volume and profits. Among 
these are factory trained installation 
men to work with the wholesale 
building material distributors and 
the retail lumber yard, so that the 
distributor and the lumber yard may 
offer their customers a complete 
installation service and thus be 
competitive to those companies 
buying direct from the manufac- 
turer and selling direct to the con- 
sumer; a national sales force armed 
with proved ideas on how to sell 
more garage doors. This sales force 
works with lumber dealers and job- 
bers and shows them how to in- 
crease garage door sales; a very 
attractive plan for putting an 
operating display door on a lumber 
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dealer’s premises; a national adver- 
tising program that pre-sells Berry 
Garage Doors; a complete line of 
garage doors that enables a dealer 
to furnish a door for every building 
price and need. 

Glenn Berry, President of Steel 
Door Corporation, sums up his 
firm’s position in this way, “When 
I saw how the lumber dealer was 
losing his rightful garage door busi- 
ness, | immediately began a series 
of design and engineering changes 
aimed at making the Berry Garage 
Door an item that could be easily 
handled by any lumber dealer. We 
introduced such a door in 1954 
and our sales volume is today ex- 
ceeding all expectations, and is 
continuing to climb. This, together 
with actual cases that I am ac- 
quainted with, furnishes ample proof 
that many lumber dealers are re- 
capturing their garage door business. 

“To make these changes has not 
been an easy task. However, we've 
accomplished it, and our advertis- 
ing, merchandising, engineering and 
sales departments are all making a 
concentrated effort to help the lum- 
ber dealer sell more garage doors.” 

Complete information on the 
Berry line of garage doors, and name 
of nearest jobber, may be had by 
writing to Steel Door Corporation, 
2400 East Lincoln Road, Birming- 
ham, Michigan. 


RIGHT AND LEFT HAND hard- 
ware sections for Berry Suburban 
and Custom Garage Doors. Note 
how these sections include the 
track and are completely factory 
assem bled—ready lee installation 
on the door, 
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ee era 


BUILDING PANELS 
BATH ENCLOSURES 
AWNINGS and PATIOS 


In addition to making the finest quality translucent fiber- 
glass material, Strick applies its extensive facilities to pro- 
ducing finished consumer items... bath enclosures, pre- 
assembled awnings, patio roofs, car-ports and door hoods. 


Merchandise all of these popular DAYCOR products... nationally 
advertised ...standard and uniform in quality... with quick 
cash turnover. .. no inventory burdens. 

Write for information on sample kits, literature, sales aids, 
and prices. 
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Background for beauty... 


on by Atlas Plywood. 
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Doorways to steady profits 


Deal in beauty and you're handling one of the most Sizes and Measurements 
boas hil alable commodit ; inthe entire bul ling hel i Thickne s¢ 1%” 1 ” 1 Pad 
And when as with Atlas Plywood flush doors this beauty Height 6 0”. 6 6” 6' 8”. 6! 10” 1 of 
is backed by guaranteed construction, your way to com Width: Hollow Core Doors: 1’ 6”, 1’ 8”, 2’ 0”, 2’ 2”, 
plete customer-satnstaction and steady protits is 7 ” 2’ 6”. 2! 3”. 3! 0” 
~« homes, othces and publi uldings everywhere Solid ( ore I oors: 2° 0" 2? 2%, 2 4%, 2' 6", 2' 8", 3/0” 
handsome scurdy Atlas Plywood doors are rewarding Stiles: 194 Rails: 2% ” 


Double lock blocks 20” x 4\& 
Faces: 3/20 or \%” three ply 


the good judgment of all who use, recommend or supply 


them. Made of genuine northern birch and other fine ” | 
é Frames permit trimming | top and botrom 
domesuc hardwoods, the y are quality controlled every 


Special sizes, lights, louvers, kickplates and veneers to 
I & I 


step of the way from American forest to finished prod cates 
- " ame them year coorways to better, more Oversize Solid Core Doors stiles 2” wide, rails 41%” 
PREIS SUES wide, double lock blocks 24” x 62” 

, (Available in birch, gum, oak and other popular woods) 
Right for every purpose For specifications and other data cal = Fhe BUILDING 
Adias Plywood flush doors are available with solid or UPPLY NEWS Annual Dealers’ and Jobbers Directory 

hollow cores in all popular woods a | grades Issue. Also see Sweet's Lr. Ce t. and Arch. Files 


i 
{ 


| aS 
Free color folder brings you complete Atlas Plywood . 7 


details on Acias Plywood Flush Doors. For your CORPORATION 
id 2 , | 
copy address Dept. AMI 1432 Statler Bldg FROM AMERICAN FOREST TO FINISHED PRODUCT 4 ® 
Boston 16 Mass 
| Boston 16, Mass. Distributors in all principal cities <4 
Ly: he devine bs 











eapeco... America’s Finest Aluminum Window 





















offers you a truly great profit opportunity! 


SUCCESSFUL BUILDERS HAVE USED 
OVER 1,000,000 engae@ WINDOWS 
TO SELL HOMES FASTER! 


Cash in on America’s greatest window 
profit opportunity! Sell nationally adver- 
tised APCO Aluminum Single-hung 
Windows. 

APCO Windows are precision manu- 
factured of heavy extrusions. Because 
APCO’s fixed meeting rail is tenoned 
through the jamb, APCO Windows are 
stronger, more rigid, easier to operate 
Designed for new homes, remodeling and 
light commercial building, APCO windows 
harmonize with modern, colonial or con- 
, ventional architecture. Available in all 
popular sizes and styles, including picture 
windows. 

Architects prefer APCO style and 
versatility. Builders reduce building costs 
with completely assembled, packaged 
APCO units. Home-buyers love APCO 
beauty and maintenance-free construction 

Enjoy greater window profits. Answer 
the demand in your community for APCO 
Windows. Get lined up with APCO. Fill 
in coupon below. 


APCO dealers are backed by one of America’s strongest window merchan 
dising plans. It includes the attractive sample APCO Window that helps you 
demonstrate and sell. The APCO Dealer Sales Kit is chock-full of tested window 
selling ideas that spell P R O F I T for you, Mr. Dealer. Write for complete 














details. Use Coupon below 

Completely assembled @pe@ unit, PULLMAN SPRING TWIN LOCKS assures BUILT-IN WEATHER 
ft , . i z TAPE BALANCES of maximum protection STRIPPING of alum 
Quickly installed... Reduces building costs _ st#niess_ ste! are Made of sturdy alum inum - backed woven 
v ~ concealed within inum alloy, they are wool pile makes APCO 
jambs. Offer silent placed at extreme Windows weathertight 

trouble - free service sides of meeting rail dust-free 
: assure easy, Do not obstruct draft-free, Eliminates 
APCO Window arrives finger tip operation vision. binding and sticking 


completely glazed, 
screened, weather- 
stripped, with installation 
hardware attached. 


epco national advertising backs you 
100% ...pre-sells your window customers 


Over 1,000,000 national sales messages in House & 
Home, American Burtper and Practica Buitper, plus 
direct mail, will help you sell. Now’s the time to increase 
Easily installed in a mat- window profits. The first step is to send for the full APCO 
ter of minutes, APCO story. Mail coupon today. 

Window gives lifetime, 
trouble-free operation. 









Write for epee Sales Kit information 
ALUMINUM PRODUCTS COMPANY 
1901 Franklin Ave., Houston 2, Texas (AL-1) 
Rush APCO Price List and information on Dealer Sales Kit. 


Builder 





APCO Window can be 
handied easily by one 
carpenter. Needs no ad- 
justing, no fitting. 


| am a: _____Dealer —.___Distributor 





ADORESS 


city ZONE a) aa 
BY 





| 
| 
| COMPANY 
| 
| 
| 
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Editorial There’s No Distribution Santa Claus! ) 





For eight years what was once considered “ethical” distribu- 
tion in our industry, i.e., manufacturer-wholesaler to dealer to 


contractor to consumer, has steadily deteriorated. ‘ 
For 30 years the percentage of the total production of building materials cur- 
rently by-passing sotell kentbar dealers in distribution has been increasing. 


This is true even though lumber dealers are still doing between 
$8 and $9 billion in building material sales volume. 


Considerable building material volume is reaching consumption 
through 15 major types of competition who have captured sales 
that “rightfully belong” to dealers—in the eyes of dealers. 


It is a tragedy that in spite of a nine year building boom, the distribution structure 
continues to deteriorate at an accelerated pace. 


Price competition is increasingly bitter, and the average dealer’s 
net profit before taxes is steadily declining. 


The $64 question is: If dealers’ net profit and percentage of : 
building material production distributed by the dealer are both de- 

clining in this boom period, what will happen when demand becomes 

more normal? 


This question should be—and is—the deep concern of those dealers who are ex- 
periencing declining net profits and distributive chaos. 


(In every state there are some dealers who have whipped the 
problem—who have steadily increasing profits and who control dis- 
tribution of building materials in their trading area.) 


An overwhelming majority of the dealers are suffering to some 
extent under this situation and the industry is seething in search 
of an answer. 


What are the steps to a practical answer? 
First, of course, is to clarify the legal phase. 


Under the free enterprise system any producer or distributor 
has a right to sell anyone he chooses. That would seem to limit the 
term “rightfully belongs.” 


No sales volume legally “belongs” to anyone. 


Under the free enterprise system there is an economic law that the distribution 
of production inevitably flows through that outlet which sets up the most effective 
consumer sales and service. 


Every dollar’s worth of sales volume that ever by-passed the 
dealer in distribution did so because someone other than the dealer 
controlled the sale to the consumer. 


Conversely, the factor who controls the sale to the consumer 
is normally in a position to buy from any producer or jobber who 
will sell him. For example: contractors controlling the sale may 
buy from class “B” jobbers. Dealers controlling the sale will natu- 
rally deal with ethical jobbers. 


So-called “ethical” standards have a tendency to break down in 
either a buyer’s or seller’s market. This is witnessed by the boot- 
legging of items in short supply when the demand is high. And 
the qualifying by manufacturers of large volume retail companies 
as wholesalers when volume is badly needed by a producer. 


It is not any easier to correct these situations than it is to pre- 
vent group buying by dealers who by-pass jobbers. 
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It is quite evident that economic pressures, rather than moral or ethical pressures, 
govern distribution policies. 


In the light of these facts it would appear that there are four 
ways out of this quandary. 


1. Government Intervention. This has a tendency to nullify the 
principle of competition in the free enterprisé system. It was tried 
in NRA days and failed. 


2. Cooperative Establishment of Standards. This would be done 
by representative groups of manufacturers, wholesalers and dealers. 


Unwillingness to sacrifice present buying and selling advantages 
by each group as well as legal restrictions make this an extremely 
difficult road. 


3. The Team Principle. Individual dealers, jobbers and manu- 
facturers who desire to establish certain standards and enforce 
them may work together as an intimate team on individual sales 
to see that the individual dealer gets the business instead of the 
“unethical” competitor who has no standards. 


4. Dealer Controlled Consumer Sales. This established method 
is an infallible way for dealers who choose to do so to keep distribu- 
tion in their market in the hands of “ethical” factors. 


Suggestions for tighter dealer control of consumer sales have 
been presented repeatedly with case histories and management edi- 
torials in American Lumberman over many years. 


It means taking sales initiative out of the hands of the carpen- 
ter-contractor but it does not necessarily involve contracting unless 
the dealer chooses to do so. 


It is firmly establishing the dealer as the selling headquarters 
of the light construction industry—the man to see first! Not more 
than 4% of all contractors have financial investments, offices and 
sales facilities at all comnarable with the average lumber dealer and 
they account for but 15% of total light construction volume. 


On the other hand, the average lumber dealer this year will 
sell nearly a half million dollars of building materials. 


About 95% of the carpenter-contractors who do 85% of light 
construction have no background, training or capacity for creative 
consumer selling. They are generally comvetitive order-takers who 
establish the price at which both materials and labor are sold and 
thus bring economic pressure to break down distribution standards. 


Those contractors who can sell creatively should team up with 
dealers in a mutually beneficial merchandising partnership. 


Dealers should continue to try No. 2 and No. 3 of the above 
methods, insofar as they are practical and legal. 


But if economic rather than ethical or legal pressure will bring 
about orderly distribution, why shouldn’t all dealers today set out 
upon road No. 4, which will lead to the dealer controlled sale of end- 
use packages (without contracting) in their market, and thus solve 
their distribution problem for all time. 


Reader comment is invited. For the reaction of dealers who 
“pre-viewed” this editorial, turn to page 26. 


Copyright to this editorial is waived. Please credit American Lumberman in reprinting. 
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In Streator, Ill., dealer James M. 
Brown faced a problem common to 
most dealers across the country: 
how to increase volume without cut- 
ting prices. Brown, who is president 
of the J. C. Ames Lumber Co., took 


Dealer Spearheads 


Things were looking mighty black for Streator, Illinois, 
until Jim Brown became chairman of the Civic Association’s 
long-range planning committee and started working with his 
contractor friends to head the city toward a new era of indus- 
trial expansion and home ownership. 


a long-range view. 

“If I cut prices,” he reasoned, 
“my volume gain is checked when 
my competitor cuts prices. We both 
lose profit-wise and eventually cut 
service and quality. However, if I 


Why Streator Is Good Dealer Territory 


Located about 100 miles southwest of Chicago, Streator is often re- 
ferred to as the transportation hub of northern Illinois. It is the center for 
five railroads and is reported to have more truck freight tonnage per 
capita than any other city in the United States. 

Covering a trading area of six counties, the city (pop. 17,100) has 37 
manufacturing plants employing over 5,000 workers. Manufactured prod- 
ucts include brick, glass containers, tile, truck bodies, sewer pipe, food 
canning and other diversified industries. 

Land around Streator is about the most productive in the nation. Chief 
crops are corn, oats, soy beans, winter wheat and a variety of vegetables. 

Streator's six-county trading area has a population of 76,320 people. 
Good roads makes the city's main street a shopping center for farm 


families. 
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can increase my market potential 
while maintaining my current vol- 
ume at profitable prices, I’m bound 
to come out ahead.” 

In 1947, just about the time Jim 
Brown was studying methods of in- 
creasing his sales volume, a group 
of citizens headed by T. Earl Mc- 
Namara, president of the Union 
National Bank of Streator, organ- 
ized the Streator Civic Association 
(formerly the Chamber of Com- 
merce), a group dedicated to com- 
munity service. Brown joined. 

“Shortly after we organized,” 
Brown says, “we had a city refer- 
endum to approve construction of 
two new schools. The promotional 
planning was faulty and the refer- 
endum failed.” 

After the referendum was de- 
feated, Brown, one of the original 
members of the board of governors 
of the Civic Association, discussed 
the need for a coordinated plan 
with the late Ermin Plumb, presi- 
dent, Streator Brick Co., and with 
the Civic Association’s board of 
governors. 

Out of these discussions came the 
Streator Plan, the work of profes- 
sional city planning engineers. 
Plumb became the first chairman of 
the city planning commission. 


First Objective: New Schools 


One of the first objectives of the 
city plan was new schools. Tom 
Ritchie of the Ritchie Furniture Co. 
became chairman of the building 
committee of the school board. 
Ritchie in cooperation with the Citi- 
zen’s Committee of which Brown 
was a member, and the Civic Asso- 
ciation. planned and supervised an 
educational program to sell the 
voters on the importance of the first 
two schools as provided by the new 
city development plan. 

The referendum for nearly $1.5 
million for the two schools passed 
overwhelmingly and the schools will 
open next fall. 

“If we were to grow,” Brown 
says, “schools were just one of the 
prime requirements. Another was 
adequate housing. I felt that hous- 
ing should be concurrent with other 
types of construction. We didn’t 
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LONG-RANGE PLANNING for the city’s anticipated growth is discussed at a meeting 
in the home of lumber dealer Jim Brown, standing. Brown is president of the J. C. Ames 
Lumber Co. and chairman of the Streator Civic Association's planning committee 


need surplus housing, but we had to 
have sites to build homes in a hurry 
when they would be needed.” 

Like many cities, Streator was 
rapidly running out of building 
sites and more lots meant a big out- 
lay for land development. Discus- 
sing the shortage of lots with Gus- 
taf Bengston, one of his contractor 
customers, Brown learned they were 
thinking along the same lines. Both 
agreed building sites were badly 
needed and that serious efforts 
should be made to secure the neces- 
sary land. 

Lincoln Bundy, president, Strea- 
tor National Bank, agreed with 
these two business men. He had one 
question: was there a market for 
a large volume of new houses? To 
get the answer, Brown polled Strea- 
tor manufacturers and learned that 
1500 workers were commuting 
from neighboring towns. 

Then, with Bengston at the con- 
trols, Bundy and Brown studied 
Streator from the air and later on 
foot, looking for potential subdivi- 
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sion property. These were listed in 
order of preference, purchase price, 
utility accessibility, development 
costs and growth potential. 

“After we felt we had a sound 
program to develop several sites,” 
Brown says, “we invited men with 
investment capital to a meeting. 
About 10 showed up, seemed en- 
thusiastic until they were asked to 
subscribe. There were no takers. 
We realized then that we had a 
tough job on our hands.” 


Strive for New Industries 

To sell the subdivision idea, 
Bengston and Brown decided fur- 
ther planning was needed to define 
a growth pattern for Streator. That 
meant more new industries. 

The group that had the most to 
gain from immediate growth was 
the construction industry, a group 
which had few representatives in 
the Civic Association. “We present- 
ed a plan for a construction divi- 
sion within the association. About 
50 Streator construction firms prom- 


ised their support. The board of 
governors accepted our proposal 
and the construction division was 
organized.” 

“Gus and I worked out a long- 
range program,” Brown says, specu- 
lating on a growth to a population 
of 50,000—double our present popu- 
lation—by 1975. We investigated 
successful industrial expansion 
plans of other communities and 
adapted them to our local situation.” 


While Brown and Bengston were 
working on industrial expansion 
they had not neglected their sub- 
division project. John Prafcke, sec- 
retary of Streator’s First Federal 
Savings and Loan Association and 
head of his own insurance agency, 
joined the two men in pushing the 
development of the subdivision and 
agreed to finance the development 
of a residential area. 

Three sites were selected as pos- 
sibilities. The passage of the school 
referendum was the deciding fac- 
tor in selecting a site within three 
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blocks of the proposed school. 

The State of Illinois Sanitary 
Water Board refused to permit ad- 
ditional sewage extensions until the 
city began construction of a sewage 
disposal plant. 


Solve Sewage Problem 


“If we were to grow, Brown 
says,” the long-discussed sewage 
disposal plant had to be built or we 
were stopped cold.” 

The construction division of the 
Civic Association helped educate the 
public on the need for the plant. 
Two bank presidents and the news- 
paper publisher were appointed to 
a committee to assist in selling the 
bonds after the referendum passed. 
They succeeded in getting the low- 
est interest rates ever enjoyed by a 
local municipal project. 

Last April the voters of Streator 
approved the referendum for a $1.5 
million bond issue for the sewage 
disposal plant. With the sewage dis- 
posal plant no longer an obstacle, 
construction of several subdivisions 
will begin this spring. 


(Final article in this series in 
a future issue will describe how 
dealer Brown and contractor Beng- 
ston worked together to get ade- 
quate financing; how Brown and 
SITE FOR 115 NEW HOMES is this former cornfield, where dealer Brown, left, contractor O’Brien developed a 
and contractor Gus Bengston study a projected road layout. sweat-equity building program.) 



















Increase your Flooring Profits with 


PADGETT-SMITH OAK FLOORING. 
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® BETTER SERVICE © BETTER QUALITY 


DIRECT VAN DELIVERY pic 


(Within 600 mile radius) itt 
Coast-to-Coast Rail Shipment 
















P.S. Here is beautiful top-quality 
flooring that is manufactured from 
genuine Ozark Mountain Oak. 
End-matched, NOFMA graded and 
carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 
for you. It will pay you to investigate. 


Representatives in most states. Write or phone for particulars. 


Pancerr- Cmith FLOORING COMPANY reuntcin view, me 
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Turns 
into Money 


. FAST 


BALDWIN-HILL S 


MoH? Sale lle 


HOME INSULATION 


BUILDING 


&$ 


Propucts MERCHANDISER 


| 


Wires 
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Looking for rapid turnover? Here’s the easy-to-handle, 
lightweight, resilient B-H Magic Blanket that saves con- 
tractors’ time and money. No wonder they come back 
againand againto send your B-H insulation sales zooming. 


Write us for details on the B-H Merchandising Plan that 
Starts prospects coming your way and helps turn them 
into customers for B-H MAGIC BLANKETS. 


Ol Ur, 


oo > 

* Guaranteed by % 
Good Housekeeping 
“4 ” 


0? 4 Aoviand er) 
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Nobody but Insulite 
so hard to help 


another example of 


It reaches your builders! The important fact 
about Insulite’s award-winning direct mail is not 
that it contacts better than 118,000 builders every 
mailing (which it does), but that it reaches into 
your back yard—goes to builders who do business 
with you. And with greater frequency and thor- 
oughness than any similar campaign we know. 


wow MINIS OLITE...... 
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works the mailman 
you sell builders! 
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Keeps customers posted on new products... And, more important—busy [nsulite repre 
reminds them of ways to save with such favorites sentatives turned an encouraging number of 
Backer ... tells the these inquiries into extra sales for dealers! If you 
ulite in terms of be- would like to check the builders in your area who 
With considerable receive Insulite direct mail, tell your Insulite 
1ilders wrote for more man. If, by - ince, we've missed “e ilified 
ilt of these mailers. builders, ask him to add the “ir names to his list. 


re 16 ISTERED TRAOE MARK 


vou en SNISULITI 


Made of hardy Northern wood 4 } 


INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 








Uses Title | 


Loans to Sell 
Added Rooms 


California dealer sells 
budget-plan room additions 
to recently built homes in the 
area with a long-range pro- 
motion program. 


Using a long-range promotion 
plan spanning a period of several 
years, Alert Lumber Co., Bell, 
Calif., has developed FHA Title I 
home remodeling loans into a 
valuable sales tool. 

Officials of the firm several years 
ago felt there would be a market 
for home remodeling and modern- 
ization after homeowners had 
overcome the initial cost of buying 
a home. With handbills, signs and 
a free estimating service, Alert 
aimed its promotion at this home- 
owners’ group in the suburban 
area of Los Angeles. 

When new industries moved into 
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the Bell industrial area in 1951, 
Alert helped furnish homes for 
employes. Besides furnishing 
building materials for contractors, 
Alert kept adding to its list of 
home addition possibilities. 

This promotion paid off in less 
than two years when there was a 
rush to improve plumbing and add 
extra bedrooms when the city built 
sewers to replace cesspools in the 
area. 

Alert maintained its consistent 
promotion campaign, stressing the 
availability of easy financing. 
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MATERIALS LIST for proposed remodeling job is filed in one of Alert’s 
four offices until customer is ready to go ahead with the job. 


) 








This was backed up with a free 
estimating service and plenty of 
advice.: Trained estimators visited 
the homes of potential customers 
who would be in the market for 
future room additions and im- 
provements. No attempt was made 
to force sales, but rather to de- 
velop leads for future sales when 
the homeowner was financially 
able to handle home improvements. 

Individual sketches of the pro- 
posed remodeling, made on the 
spot by Alert’s estimator, were 
presented to the homeowner. A 
materials list was made out and 
filed for future reference in one 
of the firm’s four yards in the area. 
This gave Alert the inside track 
when the homeowner decided to go 
ahead with his plans. 

When growing families made 
extra rooms necessary, homeown- 
ers started visiting Alert’s yards 
with sketches the firm’s estimators 
had made two years ago. Mate- 
rials lists were brought up to date 
to take advantage of products in- 
troduced since the original was 
made up. 


Advertising Pavs Off 


The firm’s long-range promotion 
was paying off. Homeowners were 
aware of the availability of financ- 
ing and knew just about how much 
the room additions would cost. 

For years Alert’s advertising 
had stressed that the first payment 
was due 45 days after the loan 
was made and a repayment rate of 
$3.19 a month for each $100 bor- 
rowed was set. 

The average loan is in the vicin- 

(continued on page 119) 


CREDIT PLAN is made known by 
these large yellow signs in each of the 
firm's yards 
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Dealers everywhere report BPS sales are flying high 
| because FLATLUX and the full line of BPS top-quality 
favorites are backed up by a unique, thoroughly 
eleoha-te Mu lesulelileitiile Me lle Mitel Mi slelel ii MR i lols] Mii aelille 
. Sky-rockets paint sales and all other sales... 
keeps customers coming back. It's personalized to 
| your own business, too. 
Get BPS—it's the line that sells! 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


I'd like to see how BPS can boost my paint sales with the BPS Line 
and the new Merchandising Plan 


NAME 

STORE NAME 
ADDRESS 
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Buyers’ Preference for Appalachian Hardwoods 















































is based on their excellent natural qualities—sott texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manutactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*M. E. Crisp Lbr. Co............ Welch, W. Va. *Hamer Lumber Sales, Inc.....Kenova, W. Va. 
a jachian Hardwoods, Oak. Exclusive Sales Agents for 

pa Ry — 4 Me Maple. Aah "Keke " ilehory, Ch Chestnut and. other J. P. Hamer Lbr. Co., Inc fi Hamer Lbr. Corp. 

Kenova, W. Va. Appalachia, Va. 


Manutacturers Appalachian Hardwood Lumber 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 
Millis at Combs, Ky. and West Irvine, Ky. 
Compiete Line of Appa » 


Hardwoods. Maple 
*Cherry River Boom & Lbr. Co., Richwood, W. Va and =< 
Appelechian Hardwoods, Flooring, Planing Mil) Product. 
Glued Dimension. 


*The Mower Lbr. Co........ Charleston, W. Va. 


West Virginia Hardwoods, Flooring and Glued-up Dimension. 
Drv Kiln and Planing Mil) facilities. Mills: $%. Seiten, Dailey, 
Durbin. Coleord and Pettus, 


The M. B. Farrin Lbr. Co....... Cincinnati, Ohio 
Gite Seiad ond Gh Detet Agpeietie Rutwcets *Wood-Mosaic Co., Inc........... Louisville, Ky. 
‘Parkay” Ready-Finished Hardwood Flooring, Lumber, 
. Dimensios 
*McCracken & McCall, Inc....... Lexington, Ky. 
*Bemis Hardwood Lbr. Co... .Robbinsville, N. C. hinectestiin Gintintntn SOOLAR SEVER, GIDENC 
Hemlock, Hardwoods. Flooring. Dimensios Band Saw and Planing Mill at Flat Lick. Ky. 


Always Specity 
Aovalochian Hardwoods 


® Member Appalachian Harawood Manujacturers, inc. 
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NOW! --- 


PRE-FABRICATED 
STORM WINDOW 


SPECTACULAR 


sieveuislKWIK HIT 

















COSTLY ALL-ALUMINUM,..DOUBLE-HUNG 


FEATURES ye) TT lore) am 


made storm windows 


3 rm HALF-SCREEN | _ ):}-) 
3 TIMES THIS Low PRICE = 4 [ ’ +) 
GET THE DETAILS KITS 

ON patented ee e to retail from Complet 


KWIK-KORNERS, Cha 
INVISIBILT DESIGN, r 
CHANNEL SPRINGS 


and other EXCLUSIVE 
ADVANTAGES! ANYONE CAN ASSEMBLE IT IN MINUTES] 
ONLY 3 THINGS TO DO! NO CUTTING — NO DRILLING — NO MITERING 
1—Nail top and side chan- “Selling sock” unmatched! Rustproof, all aluminum extrusions—ready to assemble! 

nels to window frame. Patented features that make anyone an expert! Easy assembly that makes the initial 
2—Lock sash together with sale start a chain of multiple window sales to home and apartment owners! They “go 

Kwik-Korners. wild” over the “custom-made” quality, fit, easy sliding and handsome appearance of 
3—-Place frame la channels KWIK-FIT at a fraction of custom prices! No dull season—sells all year! 

—that’s of A KWIK-FIT KIT TO FIT EVERY SIZE WINDOW... 

= (AND EACH ONE SELLS GLASS AND SCREEN CLOTH FOR YOU, TOO) 
Ame 


wm ee ec 
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1. Easy Parking ......... 


PARKING AT HINES is no problem 
There's room for 85 cars in the paved 
lot 


2. Interior View ....... 


STORE INTERIOR is actually a ware 
house, where every item is price 
marked for self-service. Two salesmen 
are available to aid customers in this 
130x96-foot area 
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3. Self-Service Paint ;.. 


YOU CAN SERVE YOURSELF at this 
paint display, which is spotted near the 
cashier's counter 















Let's Visit the New Hines Store ~* 
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Price-tagging and self-service are the operating keys to 
Hines’ unusual warehouse-store in one of Chicago’s suburbs. 


How can a building materials 
dealer untangle the confusion and 
high sales costs resulting from 
mixing the small-ticket home han- 
dyman trade with contractor busi- 
ness? 

After several years of study and 
visits to self-service building ma- 
terials yards all over the nation, 
officials of Edward Hines Lumber 
Co., Chicago, feel they’ve found 
the answer. In the firm’s new 
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Evergreen Park branch the con- 
tractor and home handyman make 
their purchases in separate build- 
ings. 

To handle an anticipated large 
volume of drive-in trade, Hines 
last month unveiled its new self- 
service shed designed to make it 
easier for the handyman to buy 
building materials with a mini- 
mum of help and time. 

An estimated 3,500 to 4,000 
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4. Lumber Bins ........ 


’ CUSTOMERS FIND IT EASY to select 

dimension from these bins. Steel rod 
separators make it impossible for cus- 
tomers to mix lengths and species. 


people streamed through the build- 
ing during the opening day cele- 
bration and a good majority made 
some impulse purchases. 

Located adjacent to Hines’ old 
Evergreen Park operation, the new 
building handles only self-service 
trade. The old office now handles 
contractor business. To keep the 
two operations separated, Hines 
has erected a high wire fence be- 
tween the contractor and self- 
service operations. 

To handle home planning and 
remodeling inquiries and display 
(continued on page 66) 





FRONT ROW SEAT 
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IN NATURE’S THEATER 


~\Windowalls 


TRADEMARK OF ANDERSEN CORPORATION 











This circular bay, beautifully detailed by 
architect James M. Hunter, A.1.A., makes na- 
ture’s own theater-in-the-round a part of daily 
living in this Colorado home. The wimpowALLs 
of Andersen Casement Units bring in sunshine 
and fresh air, make certain the scene is enjoyed 
to the utmost. Yet on unpleasant days, WIN- 
DOWALLS close tight to form a weatherproof 
barrier against dust, cold, moisture. 





See how window beauty can help boost your 
window sales. Get more information on Ander- 
sen WINDOWALLS from your WINDOWALLS 
distributor, or write Andersen Corporation. 
WINDOWALLS are now available from distribu- 
tors throughout the country including the 
Pacific Coast. 


ANDERSEN CORPORATION ¢ BAYPORT, MINN. 
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5. Customer Aids ...... 


tanpy CART, foreground, make 
eady for customers to bring their bulk, 
items to the check-out counte! 


6. For Women, Too...... 


WOMEN CUSTOMERS like the con- 
venience of the Hines’ self-service 
store. 


ad 














building materials, Hines built a 
65x50-foot showroom adjoining the 
self-service shed. The consumer 
showroom is a separate operation 
and the consumer salesmen handle 
none of the pick-up business. 

The self-service department is 
housed in one end of a 230x120 
foot warehouse. The actual selling 
section covers 130x96 feet. 


Everything Price-Tagged 


After the customer makes his 
selection, he takes it to the cash- 
ier’s window. All materials in the 
shed are clearly priced and cus- 
tomers can make purchases with 
out consulting a salesman. 

To make it easy for the buyer to 
select his building materials every- 
thing is displayed in the self-serv- 
ice section. There is no need to go 
into the warehouse. 

Molding and dimension, in 
lengths up to eight feet, are 
stacked vertically. Longer dimen- 
sion and panels are stacked flat in 
easily accessible bins. Baled and 
bagged materials are displayed on 
pallets, which are moved into the 
selling area with a fork lift. 

In the bins, lumber is kept sep- 
arated with \4-inch steel rods. This 
prevents customers from flopping 
a board to the next pile and mixing 
different lengths, sizes and spe- 
cies. The rods also encourage cus- 
tomers to take the top board from 
the pile instead of digging through 
the stack. 


Prepricing Important 


Prepricing is the backbone of 
any self-service system. At Hines, 
each item carries either a price tag 
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or is with the 
price. 

At the Evergreen Park branch, 
blank tags are purchased in strips 
and the price is imprinted by run- 
ning the strip through a desk-top 
price-marking machine. The tags 
are then stapled to individual 
pieces of lumber. 


stamped 


selling 


Grading Isn’t Important 

“We learned that people want to 
buy by length and price,” says 
store manager M. B. Wunder. “For 
that reason we've made no attempt 
to identify species and grades in 
the self-service section. 

“Another thing we’ve learned,” 
Wunder said, “is that under the 
self-service system, prices can’t 
fluctuate as much as they do in an 
ordinary yard. A price change 
would mean a costly, time-consum- 
ing retagging job, so we have to 
watch our prices carefully.” 


Labor Minimized 


Two men can easily handle the 
inventory in the self-service sec- 
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tion. During the busy Saturdays 
ahead, high school students will 
be hired on a part-time basis to 
help handle the rush. 

All cash is handled by a woman 
cashier behind a special counter 
near the shed exit. No tickets are 
made out unless it’s a charge sale. 
For cash sales, the cashier simply 
hands the customer a keyed, cash 
register receipt. 


“Twenty years ago 95% of our 
business was with builders,” says 
Charles A. Mitchell, general sales 
manager for Hines. “Today, we 
maintain a good volume with con- 
tractors, yet do 20% of our total 
volume with the enthusiastic 
shoulder trade. 


“We set up economy corners in 
all our yards,” Mitchell added, 
“but this is the first time we built 
a shed just to sell building mate- 
rials on a serve-yourself basis. 
And from the looks of things, we’ve 
got the answer-—serving both the 
contractor and the do-it-yourself 
customer.” 
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Sensational news now you 
can have walimited choice of 
colors . . . in finest paints for 
every purpose. . . fresh-mix 
instant at your Color 
Carousel Store! 


NEW HORIZONS IN HOME DECORATION! 


For paint colors individually, personally yours, visit your Color 
Carousel Dealer soon. See the fabulous Automatic Color Carousel 
fresh-mix your colors in seconds! There's no “out of stock’, no 
waiting, no extra cost! Ease of application and covering qualities 
of Color Carousel Paints are result of a century of pioneering. It 


Your dream colors come true at the new “Color 


-button machine makes any color you 
, automatically, in seconds, at no extra com! 








has been “Standard for Quality for Over 100 Years!” 


WRITE TODAY for name of nearest Color Carousel Dealer: Standard-Toch 
Chemicals, Inc., 2600 Richmond Terrace, Scaten Island 3, N. Y., or 2608 


Federal Sc., Chicago 16, Ill, 


Standard for Quality for Over 100 Years 


iiss ‘ STANDARD-TOCH CHEMICALS, INC. 


Paints 


Zz 
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Houses val 





NEW YORK 


1848 CHICAGO 





You get the exact color you want! You buy only 
what you need, because you can get the identical 
color again — a week, month or years later — with 
100% color-matching accuracy! 





NEWS FOR HOME OWNERS! 


Choose a paint color...any color, any type paint... 
get your color, fresh-mixed automatically in seconds! 


¥ a 
i? 7 | 






house paint, wall color, 
decorative enamel, etc, Dealer dials it on the Auto- 
matic Color Carousel. Your color is fresh-mixed in 
30 co 90 seconds, no more! 


You pick your shade . 
now or soon! An 





Color Carousel Paints are amazingly easy to apply 
Cover beautifully, dry fast with no “paint” 
odor! Advanced alkyd or latex types washable 
and long, long lasting! 


Reprint of larger version appearing in consumer magazines 


News of a Paint Color Miracle 
reaches millions of fine homes! 


Ready for you to harvest is the paint de- 
mand sown for more than 50 years by 
HOUSE BEAUTIFUL and HOUSE & 
GARDEN. They pioneered in demonstrat- 
ing the beauty and benefits of COLOR in 
enjoyable living. 

Striking, dramatic color advertisements 
in these powerful media—whose selling 
power is well known to dealers—now bring 
the sensational story of Color Carousel into 
millions of fine homes. They sell your lead- 
ership trade the exciting advantages of 
Color Carousel Paints, instantly available 
in unlimited color combinations—thanks to 
the fabulous Automatic Color Carousel. 


HOUSE BEAUTIFUL and HOUSE & 
GARDEN bring you the owners of fine 
homes . . . interior decorators . . . leading 
architects and builders . . . purchasing 
agents for fine modern buildings and insti- 
tutions. They will help you build record 
profits with the “Paint Store of the Future,” 
Automatic Color Carousel! 


“COLOR IS THE PAINT BUSINESS TODAY” 


You hear it in retail stores all over the country. 
People want colors—not just paint. Your abil- 
ity to deliver colors in the enormous variety 
now demanded . . . without fuss, muss or delay 
... determines future profits. 


BIGGER SALES—BETTER PROFITS! 


Smart dealers cater to the booming demand 
for colors. The reason is simple. Women travel 
miles for the exact colors they want. As the 
word gets round that you deliver any color, in 
any finish ... instantly . . . you become the 
“Color Center” of the community! Your turn- 
over speeds up amazingly, your profits jump 
and you have... 


NO COLOR INVENTORY HEADACHES! 


You carry color in codes, not cans! You're 
never “out of stock.” “Dead” color inventory 
is eliminated. WRITE or wire for the Color 
Carousel deal today! Choice territories still 
open. Capitalize on the powerful advertising 
which brings the message of ultimate conven- 
ience and quality into millions of homes! 


STANDARD-TOCH CHEMICALS, INC. 


NEW YORK: 2602 Richmond Terrace, Staten Island 3, N. Y. 


BUILDING PropucTs 





MERCHANDISER 


CHICAGO: 2602 Federal Street, Chicago 16, Illinois 
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on the Do-It-Yourself Customer 


Survey discloses what he buys and when; how much he 
spends and what for. Let these important findings help boost 
your do-it-yourself business. 


What projects are home handy- 
men planning for the coming year? 
How much does the average fam- 
ily spend on tools and building 
materials for home improvements? 
Are do-it-yourself projects pri- 
marily a money-saving idea or a 
hobby? 

To answer these questions for 
its editors, American Magazine’s 
research department has polled a 
nationwide sampling of 3,000 of 
its subscribers and came up with 
this information: 

Nearly half the magazine's 
readers did their own inside 
painting. 

Some form of carpentry head- 
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ed the list of jobs planned for 
the coming year. 

The average family spent 
$144 for building materials. 
Nearly half the fix-up jobs 
were started in the spring. 
Participation in do-it-yourself 
projects rose proportionately 
as incomes increased to $10,- 
000, where it then decreased 
sharply. 

Lumber was to be used in one 
or more of the projects 
planned. 


Inside Painting Most Popular Job 


Among 46% of the subscribers 
polled, inside painting was the 


May 
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most frequent job undertaken dur- 
ing the preceding year. 

More painting was planned for 
the coming year by 19.7% of the 
subscribers. Outside painting was 
high on the list of 8% of those 
polled; another 12.1% intended to 
do some interior decorating. 


Future Carpentry Planned 

Some form of lumber was to be 
used in one or more of the jobs 
planned for the coming year. 

Among the 3,000 subscribers 
polled, 14% expected to make 
shelves, screens or fences; another 
8% planned to refinish a basement, 
attic or start other remodeling or 
home improvement jobs. Building a 
garage, outdoor furniture or other 
backyard improvements was high 
on the list of another 7.1% of the 
homeowners. Laying floor tile was 
planned by 2.8% of the home handy- 
men during the coming year. 


Spring Brings Most Activity 

Two out of every five home im- 
provement jobs are started in the 
spring. A seasonal distribution of 
jobs according to month started 
shows that 43.2% of the jobs are 
started during the spring; 19% in 
the summer; 15.7% in the’ fall and 
22.1% in the winter months. The 
survey also disclosed that the aver- 
age family starts 3.4 jobs around 
the house each year. 

During May and June the handy- 
men are most active. In May, inside 
painting is the principal spare-time 
occupation of 17% of the homeown- 
ers polled. Outside painting keeps 
26% of the magazine’s subscribers 
busy in June. Nearly 20% do some 
carpentry and repair work in “con- 
junction with outside painting. 

May is the peak month for out- 
door furniture building and repairs 
for 18.3% of those polled. 


Whole Family Pitches In 

The survey showed that most do- 
it-yourself projects were family af- 
fairs with 72.5% of the families 
queried. In 69.7% of the families 
the head of the house did the ma- 
jority of home improvement work, 
and in 22.3% of the 3,000 families 
polled some other adult pitched in 
to give him a hand. Teenagers took 
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part in 15.8% of the do-it-yourself 
projects. 

The general attitude of do-it- 
yourself families shows that 57.5% 
of the homeowners felt it was both 
a method of saving money and also 
a hobby; 35% said it was primarily 
a method of saving money and 5.7% 
worked around the house purely as 
a hobby. 


Middle-Income Groups Buy More 
Homeowners show an increasing 
interest in home improvements by 
spending proportionately more 
money for building materials as 
their incomes rise up to $10,000; 
then expenditures decrease sharply. 
Average expenditures per family 
polled was $144 for building mate- 
rials alone. This didn’t include tools 
and work clothing. This ranged 
from $102 for families with incomes 
less than $2,000 to $188 for those 
in the $7,000 to $8,000 bracket and 
dropped to $143 for families with 
incomes in excess of $10,000. 


ae 


/ 


Power Tool Ownership Growing 

Of the families polled, 35% had 
a home workshop in the basement 
or garage and 32% owned one or 
more power tools. The most popu- 
lar tool was a power drill; 11% of 
the families owned at least one. 
Another 7.5% owned a circular 
table saw; 6% a buffer; 44% a 
sander and 2.2% a bandsaw or wood 
lathe. Only 1% of those polled 
owned an all-purpose power tool. 

Gardening was not included in 
the survey, but an inventory of the 
homeowner’s garden tools was re- 
quested in the four-page question- 
naire. It was learned that 56.2% 
of the homeowners had a hand 
lawn mower, 28% a power mower, 
38.5% a wheelbarrow, 10.8% a gar- 
den cart and 6.9% owned electric 
hedge trimmers. 

For special jobs, homeowners are 
more apt to rent a tool rather than 
buy one. The survey showed that 
during the past year 30% of the 
homeowners rented a floor or hand 
sander; 16.4% polishers or buffers; 
7% lawn rollers; 7.5% wallpaper 


tools 
of the 


steamers and other special 
were rented by about 2.2% 
homeowners. 


Power Tools Head Shopping List 

During the coming year, 8.9% 
of the families polled expected to 
buy at least one power tool; another 
23.6% were uncertain, but were 
thinking about power tool pur- 
chases. 

Portable drills headed the shop- 
ping list of 1.9% of those 8.9% of 
the homeowners expecting to buy 
power tools. This was followed, in 
order, by circular table saws, joint- 
ers, planers and sanders. 


Homeowner's Skills Growing 

From the survey, it was learned 
that as the skills of the homeowners 
increase, so do their expenditures 
for power tools and building mate- 
rials. As young couples become 
homeowners they acquire the desire 
to learn more about the skills, which 
will help them improve their homes. 
And as these skills grow, so does 
the market for building materials. 
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INDUSTRY REPRESENTATIVES watched the unloading of the test car at Alton, IIl., to 
study methods of improving and speeding the handling of packaged lumber. 


Unload Test Lumber Car in Three Hours... 


Using a small fork lift, 
four men move 27,000 feet 
of mill-packaged lumber 
from a standard boxcar, 
equipped with extra-wide 
doors, in one morning. 


Another pioneering effort to 
speed the unloading of strapped 
lumber from a railroad boxcar 
was successfully demonstrated 
last month at the Ginter-Wardein 
Co. yard at Alton, Ill. Using a con- 
ventional fork-lift truck, a test 
carload of packaged lumber was 
unloaded in three hours and 89 
minutes. 

The unloading of this standard, 
double-door car, equipped with 
15-foot-wide double doors, was 
witnessed by 38 representat'ves of 
the lumber industry, railroads and 
materials handling equipment 
manufacturers. 

The experiment —to test if it 
was practical to use this type car 
to handle packaged lumber—was a 
joint effort of the Southern Pine 
Association, W. T. Smith Lumber 
Co., Chapman, Ala., Southern Pa- 
cific railroad and the Ginter-War- 
dein Co. 


Bundle Size Limited 

The test load was made up of 
27,000 board feet of 1 x 8 yel- 
low pine strapped into 52 bundles 
10’, 12’ and 16’ long. The bundles 
were limited to about 500 feet 
each, so they could be handled 
easily inside the car by two men 
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SIXTEEN-FOOT-LENGTHS were easily moved through the 15-foot 
wide door. The fork lift picked up the bundle at a slight angle and 
made a sharp turn when backing away. 


using rollers. Another limiting 
factor was the capacity of the 
fork-lift equipment both at the 
mill and the Ginter-Wardein yard. 

Besides the strapped bundles, 
the test car contained some loose 
shiplap, short lengths and bundled 
oak flooring, which was removed 
before the unloading test began. 


No Special Equipment Required 


Using an ordinary fork lift, the 
test car was loaded from a dock at 
Chapman, Ala., in 24% hours. Sim- 
ilar equipment was used to unload 
the car from ground level in three 
hours at Alton. 

Unloading was hampered slight- 
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ly by several broken packages in 
the lower tiers which shifted lat- 
erally in transit. This created 
some difficulty when the ends of 
the bundles jammed together. 
Broken packages were restrapped 
in the car before unloading. 

Since the men at the mill were 
unfamiliar with strapping lumber, 
there is a possibility they applied 
too much tension. With more ex- 
perience they would develop the 
feel necessary to get the proper 
tension. 

Materials handling experts who 
witnessed the unloading operation 
felt a heavier strap would have 

(continued on page 72) 
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Here is roof decking, for instarice. Subjected to extremes of heat 
and cold, dry and wet spells, it must stay put, free from shrinking 


or swelling to prevent any disruption of the roof covering. 


Crossett roof decking provides this vital safeguard against roof 
leaks with lumber that is of big mill manufacture from Crossett’s 
own timber, properly kiln dried to specified moisture content in 
advanced type cross circulation steam kilns and thoroughly 
stabilized before being machined to pattern. Result, roof decking 
that stays flush for the life of the building. 

These are qualities that are basic for lumber at its best, qualities 
which Crossett standards are designed to establish and maintain. 
Even so, the search for further refinement is a continuing process 
through Crossett’s program of research, augmented by the natural 


physical advantages of Arkansas Soft Pine. 


Constant Betterment Through Research 


LUMBER COMPANY 


A Division of The Crossett Company 
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V. J. WARDEIN, left, of the Ginter-Wardein Co., one of the co-sponsors of the test 
Anderson, field repre- 


load, discusses proposed unloading procedure with C. E 
sentative of the Southern Pine Association 


Your own 
eyes fell you-- 


OAK FLOORING 


Has all these advantages 


® GREATER STRENGTH 
® EYE-CATCHING BEAUTY 
® ADDED SALES APPEAL 


You've got to see this flooring to appreciate 
its beauty —-and it’s as durable as the Ozark 
mountains from where it is grown. 


Ozark Oak Flooring is dried in modern kilns and 
supplied with a satin smoothness that requires 

a minimum of sanding and finishing — saves you 
time and money. It is NOFMA graded under strict 
manufacturing control for matching consistency. 


Yes, you be the judge and see for yourself why 
Ozark Oak Flooring is better, Specify it on your 
next Flooring order. 


Available in all standard sizes. 
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RISMARCK, MISSOURI 
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TEST LUMBER CAR 


(begins on page 70) 





been more effective. The bundles 
were banded with a 5%” wide, .020 
gauge steel strap. It was generally 
agreed that a .028 or .035 strap, 


2 


%,” wide would do a better job. 


More Packaging Predicted 

Though the exact date hasn’t 
been set, plans are heing made for 
another test car to be made up of 
16-foot-long bundles of random 
leneth dimension lumber. 

“Lumber mills are seriously ex- 
perimenting with methods to help 
the retail dealer meet the demands 
for packaged selling,” says V. J. 
Wardein. “It’s only been within 
the past two vears here in our own 
vard that we started making up 
packages of 500 board feet of ran- 
dom length dimension so we can 
fill contractors’ orders rapidly. But 
the problem is still to eliminate 
the traditional car to pile, piece- 
by-piece system we've used so long 
in the lumber yards.” 


Manufacturers Cooperating 

“Both lumber manufacturers 
and retail dealers have been work- 
ing for years to eliminate the bot- 
tleneck at the boxcar door to take 
Advantage of: the latest develop- 
ments in materials handling equip- 
ment,” says C. E. Anderson, field 
representative, Southern Pine As- 
sociation, who was present both 
at the loading of the test car in 
Alabama and the unloading in 
Illinois. 

“Now with the cooperation of 
the railroads and materials han- 
dling equipment manufacturers, 
we can attack this problem on an 
industry-wide basis,” Anderson 
added. “And with the combined 
efforts of so many varied interests 
we should be coming up with some 
answers soon.” 








A warning that the new liberalized FHA 
terms on existing houses could result in “little 
good, and possibly much harm," has been 
sounded by J. Howard Edgerton, president 
of the United States Savings and Loan 
League. Edgerton said that the new FHA 
terms would tend to strengthen prices on 
existing homes and thus “keep them out of 
reach of families of modest income.” 
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Architect, Rand-Marquis | ; 
, 


one of 10 woods from the 


WESTERN PINE rein ty GRIFFIN 


For more than 50 years Griffin 





Rugged strength, straightness, durability, high nail-holding 
ability— those are the traits that make Douglas Fir unsur- 
passed for heavy construction. It’s an economical wood 
for residential and light construction, too, and much in ship. Griffin hinges are 
demand for industrial uses, poles, ties, boxes and crates. 


hinges have been known for their 


fine materials and workman. 


part of a wide variety of light 

Douglas Fir comes in 3 select, 5 common, 3 structural, 
4 dimension, 4 factory grades. |t is available from most 
Western Pine Association member mills in straight or 
mixed cars—together with the other woods of the 
Western Pine region. 


builder’s hardware... 
quality produced by 
Griffin. 
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i Energy DOOR NEEDS THREE! 


the Western Pines ¢ rowcmosc me | \_ R] FFIN- 


DOUGLAS FiR anufacturing Company 

















LARCH 
. WHITE FIR ERIE + PENNSYLVANIA 
the Associated Woods ENGELMANN SPRUCE ATLANTA, Go. DENVER, Cole. NEW YORK, M. ¥. 
f h & Son R L.® , The Alder Compony 
INCENSE CEDAR ny hgh ey hoon yk 45 Warren Street 
RED CEDAR BOSTON, Mass. DETROIT, Mich. SAN PRANCISCO, Colif. 
LODGEPOLE PINE Austin & Eddy inc George A. Grego Cc. L. Lewis 
115 Broad Street 141 W. Eight Mile Rood 2450 17th Street 
CHICAGO, Ill. JACKSON, Miss. SEATTLE, Wash. 
get the facts Wilbur H. Davis L. G. Fuller, Jr R. F. Bevers 
to help you sell DOUGLAS FIR 1639 Fargo Avenve P.O. Box 2113 4524 East 60th Street 
: , | DALLAS, Texas KANSAS CITY, Mo. ST. LOUIS, Me. 
Write for the FREE illustrated booklet to i E. H. Farrar Hervey D. Rush & Sons W. C. Meibaum & Co 
WESTERN PINE ASSOCIATION | 2nd Unit Sante Fe Bidg 4638 Nichols Parkway 6954 Oleatha Avenue 


oD. FIR” is @ Registered Trademark 
of the Western Pine Association Yeon Bidg., Portiand 4, Oregon 





' 


3UILDING PropucTs MERCHANDISER (For more data on advertised products fill in coupon om page 118) 73 





CP mee ee 

ARLENE FRANCIS 

la Pre-selling 
PENESTRA WINDOWS 





Tenesira eC oepEmTia: STN, wemROWS 


eee Lcovngtenatl 
~ wert 
| == 
re te x 














eS 2 


; roe 
Bue, Newspaper ad mats. Sm 
mat ee ree $ : 


Vs. 





(For more data on advertised products fill in coupon on page 118) May 2, 1955, AMERICAN LUMBERMAN AND 





You've probably heard about Fenestra’s participation in NBC’s popular “Home” 
television show. What you may not know is that we’re making available to you, 
free of charge, this TV sales kit for your salesmen. It’s a powerful sales tool for 
your salesmen to use in their calls on builders, for it helps them point out simply 
and directly how this national television advertising is local advertising at its best 


for a builder who is a Fenestra* user. 


It also makes it easy for you to offer the builder attention-getting display 





banners and cards, as well as newspaper mats and photos for his local newspaper 
advertising—all at no cost to you or to the builder. 

Put this sales power to work for you by ordering a kit for each of your salesmen 
from: Sales Promotion Department, Detroit Steel Products Co., Dept. AL-5, 


2246 East Grand Blvd., Detroit 11, Michigan. es 


RESIDENTIAL WINDOWS 


WW THe 


GALVANIZED-BONDERIZED.-ST l T MATERIAL, CORROSION-PROOFED FOR LIFE 


ji bbe or 


WINDOWS « HARDWARE « CASINGS « SCREENS « STORM SASH 
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Dealer’s TV Program Aids Contractor Customers 





HOME PHOTOGRAPHS to use for forthcoming TV show 
are discussed by yard manager Ben Wilkins, right, and his 
assistant, Bud Peelor. 


Advantages of new, available homes is 
feature of Kansas City firm’s popular pro- 
gram. 


“Your Home and Mine” is the provocative title of 
a TV program, co-sponsored by the A. O. Thompson 
Lumber Company, Kansas City, Mo., which is help- 
ing the firm’s contractor customers sell their homes. 


The show centers around a series of still photo- 
graphs and movies, which emphasize the outstanding 
features of these new homes, highlighting entrances, 
porches, game rooms, picture windows, wall paneling 
and fireplaces. 


“We find that our contractor customers appreciate 
this form of advertising,” says John M. Bruce, presi- 
dent of A. O. Thompson Lumber Co. 


The weekly 30-minute show is running for 36 
weeks. It follows the NBC boxing matches on Friday 
night. Two other co-sponsors are suppliers. 


Proof that he needs help in marketing his houses 
is a prerequisite for a builder to get on the program 
with his houses. The houses featured range from 
$10,000 to $100,000. One builder, who had a home on 
the market for seven months, sold it within a few 
days after it was shown on TV. 


Home prospects, who are looking at their TV 
screens, also get a rundown of the area in which 




















THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN ForEST Probucts LTD. 


EBURNE SAWMILLS Division 
VANCOUVER, B.C. 
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the homes are located — shopping center, schools, 
churches, etc. A photographer shoots many pictures 
of homes in the area and producer Herb Vendig 
selects six or seven to be used on the program. 


“We've found still pictures more effective than 
movies in showing special features of the homes,” 
says Ben Wilkins, yard manager, “because it’s pos- 
sible to keep the still photographs on the screen so 
they can be studied in detail.” 


Commercials are limited to one minute and empha- 
size services provided by the A. O. Thompson Lumber 
Co. to homeowners including materials, advice, 
financing and lot location. 


Pictures shown on recent TV shows are posted on 
a large bulletin board near the planning section of 
the recently remodeled store. 


“It’s a sort of backdoor approach to selling,” ex- 
plains manager Wilkins. “By helping the builder 
move his homes faster, we can sell more material. | 
think the local building trade will agree that the show 
has had a beneficial influence by stimulating the 
demand for new housing.” 


GIANT BULLETIN BOARD in store’s home planning sec- 


tion shows pictures which have appeared on TV programs 
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YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST 


WC-1 Carded 





HC-20 Carded 
Merchandiser 


HM-4 Merchandiser features 6 #515 
ry: ” features Silver Six — Combination 
padlocks 249, 4) % 605, Padlocks 


FREE! SEND NOW! 


Write for valuable booklet, 

“The Key To Selecting Padiocks’’: 

THE YALE & TOWNE MFG. CO., 

Lock & Hardware Div., Stamford, Conn. 
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| source! 


FOR ALL 
W.P.A. SPECIES 


Why waste time 
and money shop- 
ping around... 
when Western 
Woods, Inc. 
offers you qual- 
ity lumber in 

ALL WPA species! 
Scientific kiln 
drying, depend- 
able grades, fair 
prices. Straight 
or mixed cars to 
your specifica- 
tions. Call on us 


WOODS, INC. 


715 Spokane & Eastern Bldg Spokane, Wash 
Riverside 7149 a, 2B. ee | 
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GOOD DRIVER is cautious and courteous. He will do every- 
thing possible to prevent an accident. 


What Makes a 


Good living habits and emotional 
stability go hand-in-hand with safe driv- 
ing, according to a study of 924 drivers. 


Looking at the accident records of 924 commercial 
truck drivers over a three-year period, two psychol- 
ogists for the Kemper group of insurance companies, 
found that most of the accidents could be traced to a 
small minority of drivers. 

During the three-year period, 3.7% of the drivers 
were involved in 21.2% of the accidents while another 
9.1% of the drivers were involved in 39.3% of the 
accidents. Thus you can see that 12.8% of the drivers 
were involved in 60.5% of the mishaps. In contrast, 
55.1% of the drivers had accident-free records dur- 
ing the three-year period. 

Why the big difference in the accident records? 

To find some clues, the psychologists looked into 
the emotional and behavior patterns of all the driv- 
ers. That’s where they found the answer. Drivers in 
the high accident frequency group had certain sim- 
ilar behavior patterns and traits in common that were 
easily identifiable. Similarly, the drivers in the acci- 
dent-free group also had certain other behavior pat- 
terns and traits in common, also easily identifiable. 


Behavior Patterns 


What are the behavior patterns and emotional 
characteristics of a driver with a bad accident rec- 
ord? 

Dr. W. A. Eggert says the chances are that a driver 
in the high-accident group had an unhappy childhood, 
perhaps the product of a broken home. As a boy, it 
is likely that he ran away from home or threatened 
to run away. He was regarded by his playmates as a 
daredevil, but was not aggressive to the point of 
fighting to get what he wanted. 

The high-accident driver, himself, may not be hap- 
pily married. He probably thinks that most wives are 
unreasonable; he will drink to excess and gamble 
heavily. 

He tends to be irresponsible in personal matters. 
He finds it difficult to repay money he has borrowed. 
He lives for today and spends little time making 
| plans for the future. He tends to be moody and irrita- 
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Owens-Illinois Glass Block No, 365 


in his personal habits. He seldom plans for the future. Light with privacy 


Good Truck Driver? 


ble and frequently feels tense inside. 

In his road conduct, the high accident driver is in- 
considerate. He feels that other drivers are taking 
advantage of him, uses his horn freely and criticizes 
other drivers frequently. He is not normally cautious 
but thinks he can rely on his ability to react instantly 
to prevent an accident. He feels his responsibility in 
driving is only to do what he can to prevent an acci- 
dent where he will be at fault. 

If he notices that his vehicle is in need of repair, 
he will take care of the situation only to the extent 
of reporting it to his superior or to the maintenance 
man. Driving a vehicle is the part of the job he likes 
best. 

His health practices probably are not too good 
either, the psychologists report. He is likely to aver- 
age seven hours or less sleep and may take strong 
stimulants to keep from falling asleep at the wheel 
when he’s tired. His inability to refrain from activi- 
ties injurious to his health reflects his immature 
judgment. When he doesn’t feel well, he’s likely to 
be absent from work. 


The Good Driver struction and remodeling customers. Suggest a 

The good driver—and fortunately good drivers are panel of Owens-Illinois Glass Block*® No, 365 in 

in the majority—are quite different. His home life 

during childhood was happy and he probably is hap- with privacy where it’s needed most. 
pily married now. He manages his personal affairs 

well and finds it relatively easy to repay a loan. He 

is likely to be a mature individual with a fairly strong 





Here’s a sales-making idea for your new con- 


the bathroom for light, beauty and insulation 


Remind customers glass block panels are 


ibili rs) h " k 5 maintenance-free . . . never need puttying or 

ry» do Hay: ey cerenak nce he undertakes a project, painting inauiate ike an 8° trick wall. These 
? 2s to see 4 ; . 
As a driver, he’s cautious and courteous. He ap- is no frosting and condensation in winter. 


proaches intersections and school crossings carefully 
and will do all he can to prevent an accident regard- 
less of who may be at fault. Driving is only one im- 


For facts about the many ways you can profit 
from the in reasing use of glass block in home, 


portant phase of his job. If he notices that his vehicle school, factory, farm or commercial building 
is in need of repair, he sees to it that the situation write: Kimble Glass Company, subsidiary of 
is corrected immediately—even if it means extra Owens-Illinois, Dept. AL-5, Toledo 1, Ohio, 


work for himself. 

The good driver usually averages eight or more 
hours of sleep a night. He drinks nothing but coffee 
to keep himself alert at the wheel. He is conscious 


of the need to keep himself in good health, although O W E N \ - Iu N O I XK 


he is so conscientious that he may attempt to work 


*Formerly known as INSULUX 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set 
up” for service. With many long- 
established mill. contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 


WALES LUMBER COMPANY 


OLB NATIONAL BANK BUNLOING 
SPOKANE - - - WASHINGTON 


Ow ind Year 





HALLINAN LUMBER CO, 


6286 5. W. Harrison St. Portiand 1, Ore. 


MANUFACTURERS DOUGLAS FIR 
Alwater 9236 Teletype °D 457 








564 “orke %. ben fronciece 4. Collf 





VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 
Phone: TEmple 2743 TWX SP 49. 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Voletype: POST? 
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PLEASING PICTURE WINDOWS can be built in a variety of ways. Notice how 
fixed view panes can be combined with casement, awning, vertical sliding windows 


and fixed louvers 


Research Report Tells 


Points to Consider in Selecting Windows 


Ten points to consider in choos- 
ing windows for a home are named 
by the University of Illinois Small 
Homes Council in a new circular, 
“Selecting Windows.” The _ re- 
search project was sponsored by 
the Lumber Dealers Research 
Council, 


Here are the points: 


1. Can the window provide day- 
light in adequate amounts? 


2. Can it provide desired venti- 
lation? 


3. Is it free from objectionable 
obstructions to view? 

4. Can it be economically adapt- 
ed to construction techniques to 
be used? 


5. Is it fitted with hardware 
which makes operation of the win- 
dow easy? 

6. Is it 
closed? 


weather - tight when 


7. Can it be opened without in- 
terfering with draperies and 
blinds or furniture placement? 


8. Can it be easily fitted with 


screens and storm sash, if re- 
quired? 

9. Can it be easily washed? 

10. Can it be inexpensively main- 
tained? 

The circular explains that every 
window used in residential con- 
struction is one or a combination, 


of three basic window types: 1. 
Sliding; 2. Swinging; 3. Fixed. 


Speaking of Materials 
All of the various types of win- 
dows are available in wood or met- 
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al. Some windows are also made 
with plastic frames. 


Wood does not transmit heat 
readily and does not become as 
cold as metal or glass; thus, mois- 
ture vapor from the air does not 
condense on it. Windows should be 
made so they do not stick if the 
wood sash should absorb moisture 
and expand. The wood should be 
treated to resist decay and mois- 
ture absorption and should be cov- 
ered with two coats of paint. 


Metal is stronger than wood, and 
therefore permits the use of thin- 
ner frame members around the 
windows. Aluminum and steel are 
the most common metal windows 
for homes. 


Aluminum forms a thin, adher- 
ent film of hard oxide which is ex- 
tremely protective and eliminates 
the need for painting. Aluminum 
windows are protected with fac- 
tory-applied lacquer to prevent 
plaster stains during construction. 


Unless steel is of the stainless 
type, it is subject to corrosion if 
left unpainted. Ordinary steel is 
usually given an anti-rust treat- 
ment and a coat of primer paint 
at the factory. Additional paint 
must be applied after installation 
of the window. 


Ordinary steel should not be 
used near the ocean since it cor- 
rodes quickly. Stainless steel, 
brass and aluminum are best for 
metal parts which are exposed to 
salt spray. 


Single copies of “Selecting Win- 
dows” are available for 104. Write 
Small Homes Council, University of 
Illinois, Dept. AL, Urbana, Ill, 
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“WEDGE-RITE” 
OVERHEAD ‘coor SETS 


WAYS BETTER! 


. Offset Track 4. All Standard 
. Graduated Hinges Single Cer 
3: Electro-Golvenized = 


5. TE Low Prices 


=— 6 6 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8’x6'6" to 
9x7’, two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9x9 to 20’x12’.. . for all doors 1%” 
or 1%” thick, 


Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck food or carload lots 
in stock sizes. Kiln dried, Dougles Fir, dowel 
construction. Lowest prices! 


WRITE FOR FULL INFORMATION 
AND PRICES! 


‘ 























tut DOR-SET 


CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 


ANACONDA ||| 
| COPPER _@ THESE SIX 


NUMBERS ARE 
MINING COMPANY THE BEST SELLERS ropay! 


Most caulk manufacturers carry VITAL 
guns and load their caulk in VITAL made car- 
| e tridges. If your local caulk manufacturer does 





























not stock the VITAL gun model you want, 
write us direct for folder showing our complete 
} line. We manufacture 14 gun models and 30 

{ different nozzles designed to fulfill every caulk- 
ing need for home or professional use, There is 
a licensed VITAL distributor near you who can 


Lumber Department | make ienmnodiacs delivery. 


Only VITAL manufactures a COM- 
PLETE LINE of top grade caulking equipment. 

BONNER, | 
MONTANA | I Ulital Producto 


MANUFACTURING CO. 
7508 QUINCY AVE. * CLEVELAND 4, OHIO 





























BuILpING Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 118) 81 











YOUR AD OF THE WEEK 








No. 33 of a Series 


“ONE PICTURE WORTH 10,000 WORDS" 


Surest way to attract readers to your ad, remind 
them of their needs, and impress them with the 
variety of merchandise you sell is to use plenty of 
pictures. 

Good illustrations of merchandise, applications, 
and completed projects make your ads competitive 
with others in attention value. 

It’s easy to plan attractive ads like these when you 
have a supply of ADservice mats on hand. Write 
American Lumberman for free 48-page book, show- 
ing the complete series of 254 ADservice mat illustra- 
tions—plus constructive ideas, layout and copy sug- 
gestions for year ‘round campaign. 


2 col, x 12 in. 


YOUR NAME OR SIGNATURE CUT HERE 





Save Time! Save Money! 


do ON E-STOP shopping 


FOR YOUR HOUSE, LAWN, AND GARDEN NEEDS 


ONE-STOP) |‘ Ss 


1 col. x 10 in, 


r 





shopping at ——_ 
(YOUR NAME) PICKET 








SAVES time and money! 





YOUR NAME 














— — “ sa 
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3 col. x 16 in. 


YOUR NAME OR SIGNATURE CUT HERE 


Save Time! Save Money! 


do ONE-STOP shopping 


FOR YOUR HOUSE, LAWN, AND GARDEN NEEDS 


iy —_— —— copx 


































PICKET 
FENCE 








ORNAMENTAL 
| LAWN FENCE 










































YOUR NAME 











SUGGESTED COPY “A” 


Come to (your name) for easy, convenient, thrifty shopping. Handy 
private parking space. You'll enjoy the exhibits showing how building 
materials are installed . . . the instructive displays for do-it-yourself 
customers .. . the help-yourself racks of valuable literature, plans and 
suggestions. We feature nationally known quality brands including: 
HARDWARE CARPENTER TOOLS —— GARDEN TOOLS 
PLYWOODS - INSULATION —— WALLBOARDS 
WINDOWS DOORS ——— FLOORING 
(list other brand lines) 
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Hardwoods, Patterns, Packaged for Handyman Sales 


For the first time, retail lumber 
dealers can offer the home handy- 
man fancy hardwoods packaged 
for over-the-counter sale. 

A new service for merchandis- 
ing hardwoods through the retail 
dealer was announced recently by 
Veneer Lumber & Plywood Co., 
Chicago. With the firm’s Pattern 
Kit, the dealer can now offer the 
handyman a package containing a 
pattern, hardware and necessary 
hardwood to complete a job. In its 
initial series, Veneer Lumber & 
Plywood is offering 25 exclusive 
kits. Patterns may be purchased 
separately. 

In addition to the Pattern Kits, 
the firm is making available larger 
packages of hardwood up to 10’ 
long packaged in a carton. 

At present the firm is distribut- 
ing cherry, walnut, butternut and 
white oak lumber. Other woods 
will be available later. 

“Not only will these kits bring 





SCHLAGE LOCK CO., San Francisco, 
created a doorknob and escutcheon 
design specifically for the new $15- 
million Fontainbleau Hotel in Miami 
Beach, Fla. The French-inspired motif 
decorative design used in the Schlage 
design utilizes the hotel’s coat of arms 
and fleurs de lis, traditional symbol of 
French royalty. Fashioned of polished 
brass, the knob and escutcheon have 
an overlay of blue enamel on the flat 
inner area of the plate. The cylindri- 
cal lock selected for use at the Fon- 
tainbleau is Schlage’s hotel lock de- 
signed for the unique requirements of 
occupancy. 
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in more profitable sales,” said 
George Vander Woude, president 
of the firm, “but they will also 
stimulate store traffic and help sell 
woodworking tools and acces- oeeeen es? aon 


: ” sage Load 
sories. von muy yt 7 






COMPLETE PACKAGE for over-the- 
counter sales contains the hardwood, 
pattern, instructions and hardware re- 
quired to complete the spice chest 
shown at right. 





Profit by the growing need for 
Portable Electric Power... 


add ONAN Electric Plants 
to your rental equipment! 










Model 2BH 
2,000 watts D.C. 
2-cyl., air-cooled 






Portable electric power is a time- 
saving, cost-cutting necessity to heavy 
construction contractors, residential 
builders and sub-contractors of many 
types. Also in demand by individuals 
building their own homes and garages, 
for floodlighting where highline power 
is not available, and for use in homes, 
businesses and industry during power 
interruptions. 

Onan Electric Plants stand up better 
in rental service. Onan builds its own 
special engines with massive bearings 
and extra-rugged parts throughout to 
wear longer . . . resist more abuse. 

The Onan line gives you a wide se- 
lection from which to choose models 
and sizes most popular with your trade. 
Air-cooled one and two-cylinder gaso- 
line models from 400 to 10,000 watts. 
Water-cooled gasoline units from 10,000 
to 100,000 watts. Diesel models from 
3,000 to 55,000 watts also available. 


Write for information on how to use Onan 
Electric Plants in your rental business 


A size and model for 
every rental need 


S é 


Modei O07AH Model 15DL 
750 watts A.C, 1,500 wotts D.C, 


Model 5CW Model 305CK 
5,000 watts A.C, 3,500 watts A.C, 








| D. W. ONAN & SONS INC. 





2613 University Avenue S$. E., Mi polis 14, Mi 
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Big demand! 
Nice profit! 


Stock and sell 





PORCH ENCLOSURES can be accomplished easily by the home handyman with 


| Ludman’s new line of enclosure panels. 


Roddiscrat |New Ludman Jalousie Aimed at Handyman Market 
STOCK HARDWOOD 


MOLDING 


AND TRIM 


in 
Birch +» Mahogany 
Oak + Walnut 


N* 8 the time to cash in on the big de 
mand for Roddiscraft hardwood soaitinn 
and trim. Builders’ finishing costs stay lower 
because stock patterns eliminate premium 
prices ordinarily paid for made-to-order 
items 

You offer a choice of contemporary or tra 
ditional styles. Patterns are precision ma- 
chined from select hardwoods. No delivery 
problems — complete stocks are ready and 
waiting in our strategically located ware 
houses. (There's one near you.) 

Sell Roddiscraft door and window trim 
packaged, cut to size or by the lineal foot 
A complete line of accessory trim items is 
also available. Woods other than those listed 
above are available on special order 

For complete information, call your Rod- 
discraft warehouse or use coupon below 


Roddiscraft | 


WAREHOUSES IN PRINCIPAL CITIES 


ROODISCRAFT, RODDIS PLYWOOD CORP 
Marshfield, Wisconsin 


Please send me full information on Hoddiscraft 
hardwood molding and trim 


Name 

Firm Name 

Address 

Zone 


City State 


A 


Do-it-yourself enclosure panels 

a natural for the home handy- 
man market—were introduced re- 
cently by Ludman Corp., North 
Miami, Fla. 

These precision-made jalousies 
|}can be installed with ordinary 
hand tools. Sold at common-sense 
prices, the jalousies are available 
in 299 stock sizes without flanges 
and easily attached to any existing 
| type construction. Twenty stock 
| sizes are also available for new 
| construction. 

One of the jalousie industry’s 
oldest problems—holding the glass 
securely in place—has been licked 


by Ludman’s tension-grip louver 
clips. These clips save hours of 
installation time, stop clip tabs 
from being broken and hold the 
glass securely in place. The clips 
make it easy to slip the glass in or 
out with ease. 

Opening a full 110 deg., Ludman 
jalousies can be locked in any po- 
sition for protection against prowl- 
ers. 

The jalousies are applicable to 
frame, brick (solid or veneer) and 
concrete block as prime windows 
and offer unlimited possibilities 
for porch and breezeway en- 
closures. 





Snap-On Coping Cuts Drywall Trimming Costs 


A new drywall accessory item— 

Snap-On-Trim — has been intro- 

| duced to the building field by the 
U. S. Gypsum Co. 










se 


SNAP-ON TRIM, a new drywall acces- 
sory item, was introduced to the build- 


ing fleld by U. 8S. Gypsum Co. 
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The metal bull nose trim, de- 
signed for use with gypsum wall- 
board construction, snaps quickly 
and permanently in place. The 
manufacturer says the trim re- 
duces labor costs as much as 50% 
in trimming window and door 
openings. Studies show that a door 
opening can be trimmed in about 
four minutes. No nails or special 
tools are required for installation. 

Almost 21 miles—more than 
110,000 lineal feet —of the new 
trim was sold for trimming win- 
dow and door openings of the 
Broadmoor subdivision in Little 
Rock, Ark. Cost studies on this 
job showed that savings of almost 
$47 per thousand lineal feet re- 
sulted when Snap-On Trim was 
specified over conventional trim. 

The trim was delivered to the 
job with the side sections having 
left and right mill-cut copings. 
Head sections were cut on the job 
from standard lengths. 
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Morner Heads Filon's 
New Midwest Sales Office 


Gustav Morner has been placed 
in charge of Filon Plastics Corp., 
midwest sales office in Chicago. 
The El Segundo, Calif., plastic 
panel manufacturing firm was for- 
merly known as Plexolite Corp. 

The establishment of the Chi- 
cago office is part of Filon’s exten- 
sive 1955 program of sales expan- 
sion to exploit its newly developed 
fiberglass and nylon panel—Filon. 

Morner comes to Filon after 
eight years as secretary and assist- 
ant general manager of Kedmont 
Mfg. Co., manufacturers of build- 
ing specialties, preservatives and 
coatings. As Filon’s regional sales 
manager, Morner will work closely 
with distributors, dealers, as well 
as with architects and contractors. 





FineWood Plywood Panels 
Hand-Waxed at Factory 


A low-cost, pre-finished hard- 
wood panel FineWood — was 
recently placed on the market by 
Dulaney Plywood Corp., Louisville, 
Ky. Guaranteed for the life of the 
home, the panels are protected by 
a coat of finishing wax applied and 
hand rubbed at the factory. 

The panels, available in nine 
hardwoods, come in 4x8 panels 44” 
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thick. Since the panels are imper- 
vious to weather conditions, it can 
be treated like furniture and 
dusted when necessary. 

The broad selection of natural 
woods makes it possible to match 
or blend paneling with fine furni- 
ture. Grooved sections of the panel 
are purposely different to give a 
completely natural look and to re- 
semble real planking. 

Economy is a major factor in 
FineWood’s popularity with home- 
owners and builders. It costs about 
$15 more per average room than 
plastering and no repeated paint- 
ing or papering are required. Once 





M and M Wood Working Co. 
Producing Plastic Pipe 


M and M Wood Working Com- 
pany’s National Tank & Pipe divi- 
sion has started production on 
plastic pipe, Clay Brown, presi- 
dent, reports. 

“Entry into the plastic pipe field 
is entirely normal to our opera- 
tion,” says Brown. “In the process 
of producing plywoods, glues and 
wood tanks and pipe, M and M has 
for years been in touch with the 
resins and plastics field,” he adds. 


The firm’s plastic pipe will range 


in place, the panels. need no addi- from 8” to 4" in diameter, 


tional care. (continued on page 88) 











A Dependable . 


7 es yu & 


Source 






UNIFORMITY 


TARTER, WEBSTER & JOHNSON 


ARE MANUFACTURERS AND DISTRIBUTORS OF 


Sugar and Ponderosa Pine Shop and Selects 
Sugar and Ponderosa Pine Boards 

* Douglas and White Fir Shop and Selects 
Douglas and White Fir Dimension and Boards 
incense Cedar Boards 

Redwood Siding and Finish 

Ponderosa Pine and Fir Mouldings 

Pine Sash and Panel Doors 


In addition WME ds ore actively engaged in the 


procurement and distribution of all West Coast lumber 
products and maintain buying offices in producing areas 
to give the trade complete one-call service. 


Tvnrer.Wesstern & Jounson. Ine. 


re 
AN FRANCISCE 6 CALIF Wea) ¥ N A ’ 
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for Weldwood’s 


| June promotion! 


GET SET NOW! Summer will see an all-time high 

in builder and do-it-yourself activity. Weldwood 

i Textured Woods offer your customers a way to give 
homes new beauty, new appeal . . . at low cost! 


Beautiful ad you see here runs in full color in Better 
Homes and Gardens, House Beautiful, House and 
Garden, American Home, and Sunset—and in a whole 
‘ group of builder and architect magazines, too! 

Get your full share of sales—send coupon or ask your 
Weldwood man for display placards, sales literature, 
ad mats and other promotional aids, Do it today! 

6 Beautiful Weldwood Textured Woods 
Weldtex®—Only in patented Weldwood do you get 
the original striated paneling that started the trend 
toward textured woods. Popular Weldtex creates 
unusual patterns of light and shadow; fine for natural 


ee 


or painted finish. Comes also in exterior grade for 
siding; striations assure no grain raising or checking. 
Thicknesses: interior 5”, *4” in fir only; exterior %”. 
Planktex* combines the striations of Weldtex with 


alternate bands of smooth wood. Comes unfinished or 


etait 


completely pre-finished ready to apply. Thickness—)@”, 
Sea Swirl” and Surfwood® look like weathered drift- 


. | wood; fine for dens, playrooms, cabins; texture hides 
nail holes. Thickness—e”. 
' V-Plank* vertical grooves give the effect of random 
| 4 planking. Comes pre-finished. Thickness— 4”. 
} Texture 111° siding is unsanded exterior grade fir; 
tight knots and knotholes give rough-textured, dramatic 
look; can be installed without sheathing. Perfect for 


gable ends, soffits and fences. Thickness—%s 
All panels available in standard 4’x8’ sheets, as 
well as other sizes. 


* Trade Mark 






—— 


grade. From 19¢ per square foot. square foot, 





Weldwood +4 
TEXTURED WOOD PANELS 


Products of United States Plywood Corporation 
World’s Largest Plywood Organization 





Weldtex comes in fir,gumand Philippine Planktex gives a planked, textured effect, comes in 
mahogany; in fir only in exterior siding good-looking Philippine mahogany at 22¢ per 








V-Piank—shown here in Samara*—comes pre-finished in 4 other fine 
woods: Korina®, oak, walnut and Honduras mahogany. Especially 
good for basement rooms, shadow line of vee-grooves adds inches to 
apparent height of room. From 34¢ to 52¢ per square foot. 


a4 


Sea Swirl and Surfwood. Clear Sea Swirl 
without knots is 23¢ per sq. ft.; knotty 
Surfwood costs 17¢ per sq. ft. 





UNITED STATES PLYWOOD CORPORATION 
Weldwood Building, 55 West 44th Street, New York 36, N.Y. 


SPECIAL JUNE PROMOTION. Yes! | would like to get in on Weldwood's Textured 
Woods promotion. Rush details ( ) or hove Weldwood representative coll on me( )} 


GOP AI oc cc ccccevcceseerercesenorsvevessesbesees 
ADDRESS.... 
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PARAMOUNT HOME WORKSHOP, serial No. 
preview last month by its designer, 


Ideal Metals Unveils New 
Multi-Tool Home Workshop 


Believing that the best machines 


1, was demonstrated at a press 
Anthony Muehling. 





sata dae aoe poe 





nendily available at; Low ests 


Call your Harbor man now to get a full 


stock of this glamorous new sculptured 
plywood, 
natural knotty wood makes it a quick 


The rich, unspoiled beauty of 


seller to texture-conscious builders, 
“do-it-yourself-ers,"’ display people and 
decorators, Available in three styles, for 


indoor or outdoor use: 


KNOTTY PLANKED KNOTTY 
foces selected overall pattern mo 


for even beauty ofr grain select oo 

of knots and and knots without = even-patterned 
grain, with planking without knots 
random width or planking 
pienk pattern 


From the makers of the royalty of ply- 
woods, Harborwave carries the same 
reputation for top quality and dependa- 
bility that have made SUPER-Harbord 
and Harborite the leaders for twenty years. 
Your customers know that if it's made by 
Harbor, it’s the best. There's a Harbor 


man serving your area. Call him now. 


HARBOR PLYWOOD CORP., ABERDEEN, WASH. 

Sates offices or subsidiaries ” Aberdeen, Atlanta, Chicago, 

. , Los Angeles, 
Sen Francisco, sont and Tampa 
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are the simplest, Anthony Muehl- 
ing put his 20 years’ machine de- 
sign experience to work to design 
the Paramount Home Workshop 
which was introduced in Chicago 
last month. 

Manufactured by Ideal Metal 
Products, Detroit, the multi-tool 
machine performs the operations 
of all five basic woodworking 
power tools — cutoff saw, sander, 
lathe, horizontal drill and drill 
press. 

Simplicity is the keynote of the 
Paramount Home Workshop and 
it’s been priced within the reach 
of home craftsmen. Its rugged con- 
struction insures precision work 
in all tool positions. Its versatility 
makes easy a number of operations 
that are possible only with elabo- 
rate jigs or fixtures on other ma- 
chines. 

A single, tubular column that 
slides, rotates and tilts in a pinch- 
lock pivot block bearing makes it 





MULTI-PURPOSE POWER TOOL, the 


Paramount Home Workshop is _ in- 
spected by John C. Griffin, president, 
Ideal Metal Products, Inc., and de- 


signer Anthony Muehling who spent 
three years designing it. 


possible to change the tool from 
vertical, angular or horizontal po- 
sition with ease. 

Besides being compact, the ver- 
satile tool can be easily dis- 
mantled into three sections for 
carrying in an auto trunk. 








May 


MODERN LOOK in calking compound 
packaging was added to Caulk-O-Seal 
tube cartons by the Calbar Paint & 
Varnish Co., Philadelphia. New pack- 
age colors of bright red and blue invite 
attention to the counter or shelf where 
the calking compound is displayed. 
The Caulk-O-Seal tubes come complete 
with a pressure key that simplifies 
calking. After the cap is removed, the 
nozzle is held against the surface to 
be calked. As the key is turned, the 
compound is eased out in proper quan- 
tities. 
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RING-SHANK NAIL recommended by 
the Gypsum Association for fastening 
gypsum wallboard is the result of 
four years’ study. Shorter length and 
smooth finish is said to give 40% less 
creep than the 1%-inch cement-coated 
nail commonly used for gypsum board 


Gypsum Group Develops 
Improved Wallboard Nail 


Development of a new and im 
proved nail for fastening gypsum 
wallboard was recently announced 
by Lloyd H. Yeager, general man- 
ager of the Gypsum Association. 
The new grooved nail, the result 
of four years’ intensive laboratory 
research, was subjected to on-the 
job testing for two years by con 
tractors and gypsum board appli- 
cators. 

The 15” plain-shank, cement- 
coated nail which is commonly 
used to fasten gypsum wallboard 
has shown a tendency to loosen or 
creep under certain conditions. 
This resulted in a marred wall- 
board surface. So the principal 
objective of this study was to de 
velop a nail to minimize creep. 

Research in member-company 
laboratories showed that alternat- 
ing cycles of high and low humidi 
ties caused the fibers of the wood 
surrounding the nail shank to ac- 
tually force the nail outward. It 
appeared, that the longer the nail, 
the greater was the possibility the 
nail would creep. 

Further tests showed that an 
annular-ringed nail, 1144,” long 
showed the least tendency to creep 
and this led to the ‘development of 
a nail which has 40% less creep 
than the conventional nail but 
also retained equal or better hold- 
ing power. 


Hurricane-Force Winds 
Test Aluminum Awnings 


In a rugged wind-tunnel test, 
Sunmaster Aluminum Awning Co., 
Haskell, N. J., demonstrated its 
awnings could withstand hurri- 
cane-force winds. 

The test, performed by the Uni 
versity of Miami on a standard 
Sunmaster aluminum awning, sub- 
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jected it to gales of ever-increas- 
ing violence from 80 to 135 mph. 
Wind velocities were raised and 
lowered to simulate gust condi- 
tions. The air flow was churned 
around obstacles to simulate the 
turbulence found in hurricanes. 





At 100 mph. water was intro- 
duced into the airstream at the 
rate of 20 gallons a minute, adding 
to the abnormal strain imposed on 
the awning. 

The University of Miami con- 
cluded the Sunmaster awnings can 
successfully withstand wind and 
driving rain conditions far more 
severe than those encountered in 
a lifetime of normal use. 


COMPANIES ANNOUNCE 


Bermuda House, a portable 9x12’ 
house weighing 185 pounds, was put 
on sale recently by Drall Products Co., 
York, Penna. Price: $349.50, inelud- 
ing canvas roof, The Bermuda House 
is made of aluminum screening tight- 
ly stretched over a light, aluminum 
frame. 


Liquid Tile was put on the market 
recentiy by Ev-R Shield Products Co., 
Joppa, Md. The liquid plastic—Glas- 
cote—dries into a hard, smooth water- 
proof, tile-like surface. It can be ap 
plied by brush, swab or roller onto 
porous materials like plaster, concrete 
or seasoned wood, 


Atlanta Oak Flooring Co. recently 
completed construction of another 
cross-circulating Moore dry kiln. This 
gives the Georgia mill a battery of 
10 kilns. In addition another kiln has 
been ordered and should be erected 
by June. Kiln capacity has been in- 
creased to offer the trade complete 
custom kiln drying, surfacing and re- 
sawing service. 


Malta Mfg. Co., Athens, Ohio, to 
give even more personalized attention 
to jobbers in the New England-New 
York area has added a new sales rep- 
resentative, John E, Boyd. He will 
handle Malta’s line of wood window 
units in this area. 


Visador Co., Dallas, Texas, an- 
nounces that the new trend toward 
doors with lights and louvers has 
caused the firm to more than double 
plant facilities at a new location in 
Dallas. 
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MANUFACTURING COMPANY 





MAIL THIS COUPON TODAY! 





Stocker Manufacturing Company 
102 Old Flanders Road 
Netcong, New Jersey 


Please send me additional information on 
The “CHAMP” Line of Building Papers. 


ee 





ADDRESS 


CITY. STATE 
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Manufacturers 
and 
Wholesalers of 
ALL 


WEST 
COAST WOODS 






LUMBER WHOLESALERS 


P.O. Box 367 


Medford, Oregun 
Phone 2-5291 
Teletype MF 76 
. 

Joe Hearin, Owner 
a 


Brench Office — 
Bureka, Collif. 

















AN OPPORTUNITY 
You Can’t Afford to Miss! 


Especially Designed 
For Your Needs 


A Correspondence 
Training Course In 


THE ROOFING, SIDING AND 
INSULATION BUSINESS 


Within a very short time (depends 
upon YOU), you can learn throu 
ten easy lessons, progressively, t 
things that it t us 30 years to 
learn — the hard way. 

We teach you FROM OUR EX.- 
PERIENCE the short cuts and give 
you the “know how” that it requires 
to make sales. 

Some one has said, ‘There is no sub- 
stitute for experience.” 

Our students voluntarily speak 
words of praise. 

Would you like to know the roofing 
and siding business so well that you 
could always depend upon it to 
make a good living and future for 
you? 

We shall be glad to tell you more 
about It. A postal will do. 


ROY J. PEYTON, Sr. 


P. O. Box 6 — Station ‘'B’’ 
Evansville 12, Indiana 
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Ebersole, executive vice-president 


president. 


There were several good reasons 
why the 69th annual convention of 
the Lumbermen’s Association of 
Texas at Fort Worth last month 
drew a record-breaking registra- 
tion of about 5,000. 

Business sessions drew a heavy 
attendance. Gene Ebersole, execu- 
tive vice-president, reviewed the 
association’s services and progress 
at the convention session. High- 
light of the convention, perhaps, 
was the first annual stockholders 
meeting of the Lumbermen’s In- 
vestment Corporation of Texas. 
(See News, page 8, for complete 
report). 

Spokesmen for Lu-Re-Co, Ray- 
mon Harrell, director of the Lum- 
ber Dealers Research Council, and 
George Messner, representing the 
National Plan Service, outlined 
what this program can mean to the 
dealer. Harrell then directed the 
erection of a demonstration unit 
outside the Coliseum. J. Lee John- 
son, III, was among the other prin- 
cipal speakers. 

Social events included the Hoo- 
Hoo stag and the annual presi- 
dent’s banquet. W. B. Henderson, 
Fort Worth, was toastmaster .t 
the banquet and the speaker was 
the barber-humorist, Cayce Moore. 
Chessley M. Grogan, Atlanta, and 
Thomas T. Keeler, Paris, were con- 
vention co-chairmen. 

New association directors elect- 
ed were: J. H. Tempke, Houston; 
Quincy Farris, Farris Lumber & 
| Supply Co., Mercedes; J. M. Rich- 





TEXAS OFFICERS FOR 1955, left to right, first row: 
fels, retiring president; W. H. Curry, newly elected president, Waco; P. J. Good- 
night, first vice-president, Dallas; Louis Gloor, second vice-president, McAllen; 
rear row, Vincent Ogletree, secretary; Wm. Carrsow, third vice-president, Austin; 
A. B. Cover, sergeant-at-arms, Seguin; 











. 
H. L. Richards, New Braun- 


Len C. Dure, treasurer, Austin; Gene 


Texas Stages Record Convention 


Varied program attracts 5,000; W. H. Curry is new 


enstein, Jr., Cowser Lumber Co., 
Dallas; Phil R. Magee, Robstown 
Lumber Co., Robstown; Ber! Alex- 
ander, Penry Lumber Co., College 
Station; W. D. Watson, Wm. Cam- 
eron Co., Waco; Carl McCaslin, 


Carl McCaslin Lumber Co., Here- 
ford, and George Staten, Lander 
Lumber Co., El Paso. Exhibitors 
at the show totaled 165 including 
35 exhibiting for the first time. 
The 1956 convention will be held 
in San Antonio. 





+ 


PAUL W. CURTIS, right, of the J. 
Neils Lumber Co., Minneapolis, newly- 
elected president of Ponderosa Pine 
Woodwork Association, is congratu- 
lated by Fred A. Hoerner, retiring 
president of the group, and president 
of Rockwell Sales Associates, Chicago. 


(continued on page 92) 
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FREE WALL CHART 
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FREE CATALOG. 


Gives you complete 
handy reference data 
on entire Bessler line, 
for quick selling or 
application to any 
stairway job. Write 
for it nowl Also ask 


to help you sell America’s Builders 


BESSLER 
pisapPeaniING 6 Have Spoken... 


STAIRWAYS 


easily... 
quickly... 
profitably! 


Here’s a real 24-hour-a- | 
day salesman for the fa- | ; 
mous line of Bessler Dis- 
appearing Stairways. Hang 
it anywhere in plain sight, 
for ready reference by you 
and prospects. Seven Bess- 
ler models to meet any 
home building or remod- 
eling need. 


Dur-O-wal’'s plant 
locations now 
nation-wide 








Millions of Bessier units 
now in use. Millions of 
homes, outbuildings, of- | 
fices, commercial establish- 





ments need this efficient 
stairway. There’s a big 
market for you in your 
community! Popular prices! | 


STAIRWAY CO. 


for FREE wall chart 


BESSLER DISAPPEARING 


1900-B East Market Street, Akron 5, Ohio 
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the Backbone of Steel 
for EVERY masonry wall 


Across the nation Dur-O-waL wins friends everywhere. 
It puts more steel in the wall . . . every inch effective 

to do the job better. Dur-O-waL works fast, lays 
flat to combat cracks in all types of masonry construc- 
tion. Electrically welded in a single plane, Dur-O-walL, 
assures tight, neat mortar joints. Opportunity is knock- 
ing . find out about Dur-O-waL today. 


Fal 


Xu /Cod 
Dur-O-wal Products, Incorporated, Box 628 




















ew ot, wat 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest | 
Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH | SYRACUSE 1, WY. 








TOLEDO 6, OHIO Dur-O-wal. Incorporated, 165 Utah Street 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


BIRMINGHAM 7. ALA. Dur-O-wol Products of Ala. Inc., Box 5446 


PHOENIX. ARIZ. Dur-O-wal. Div., Frontier Mig. Co., Box 4 


dried QUALITY LUMBER Kiln-dried 





CEDAR RAPIDS, IA. Dur-O-wol Div., Dept. 1-C, Cedar Rapids Block Co. 
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SOUTHERN PINE OFFICERS for 
1955 include, president, Arthur Temple 
Jr. (seated), Diboll, Tex.; (standing, 
left to right) treasurer, M. L. Fleishel, 
Port St. Joe, Fla.; second vice-presi- 
dent, Q. T. Hardtner, Jr., Urania, La.; 
and first vice-president, Leon Clancy, 
Grayson, Ala. 


MIXES IN COLD WATER! 


CONSUMERS 
PATCHING 
PLASTER 


~ ++ for cracks, holes 





Patching 
Paster 


ond general repoir 





Famous for 
QUICK SALES 
because it... 
1, Needs no sizing. 

Mixes white in cold water. 
. Knits quickly to old plaster. 
. Will not check or shrink. 

. Does not peel or crack. 


ws wn 


® Available in 1, 2% and 5 Ib. cartons; 


2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums, 


——— 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 











CONSUMERS GLUE CO 


HADLEY LOUIS 6. MO 














Southern Pine Meeting 
Attracts 600 Lumbermen 


An estimated 600 lumbermen, 
lumber manufacturers and guests 
attended the 40th annual meeting 
of the Southern Pine Association 
at New Orleans, April 4, 5 and 6. 

The Southern Pine Association 
annual meeting was combined with 
a sawmill machinery and equip- 
ment exposition and an industry- 
wide meeting of the Southern Pine 
Industry Committee. 

Participants heard panel discus- 
sions on forestry and logging, saw- 
milling, planing and drying and 
research and merchandising. 

Keynote speaker for the three- 
day session was Robert Burkhardt, 
production specialist, Automotive 
Manufacturers Association, Wash- 
ington, D. C. Burkhardt discussed 
automation and progress in mech- 
anization as related to the lumber 
and logging industry. 

Officers elected for the associa- 
tion for 1955 include: President, 
Arthur Temple, Jr., Southern Pine 
Lumber Co., Diboll, Tex.; first 
vice-president, Leon Clancy, Clancy 
Lumber Co., Grayson, Ala.; second 
vice-president, Q. T. Hardtner, Jr., 
Urania (La.) Lumber Co.; and 
treasurer, M. L. Fleishel, Port St. 
Joe, Fla. Stanley P. Deas, New Or- 
leans, was re-elected as secretary 
for the Southern Pine Association. 


NRLDA Will Cooperate 
in Do-It-Yourself Plan 


As part of a program to stimu- 
late do-it-yourself sales for retail 
lumberyards this fall, the National 
Retail Lumber Dealers Association 
has announced support of a con- 
sumer magazine’s special home im- 


provement issue scheduled for 
September. 

The special issue of Popular 
Science Monthly magazine will 


contain extra pages of do-it-your- 
self articles and advertising to en- 
courage the magazine’s 1,200,000 
readers to purchase materials at 
retail yards. 

Dealers will be offered various 











for TOP QUALITY 
BIRCH 


IMMEDIATE SHIPMENTS 
BRAUND PLYWOODS 


314 Wabeek Bidg., Birmingham, Michigan 
Midwest 4-3450 — TWX 500 


FIR 
GUM 


INC. 
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promotional aids to tie-in with and 
capitalize on the magazine’s pro- 
gram. Reprints of the articles, 
which will show how to perform 
specific do-it-yourself projects, 
will be available for dealers to dis- 
tribute to customers. Also, special 
window streamers and point-of- 
sale materials will be made avail- 
able for dealers. ; 
The joint association-magazine 
promotion marks the first time in 
history that the NRLDA has en- 
dorsed a program of this type. 
“The NRLDA-Popular Science 
Monthly promotion plan has the 
complete approval and support of 


the association,” says H. _R. 
Northup, NRLDA executive vice- 
president. 


The NRLDA will support the 
program by declaring September 
as “Lumber and Building Mate- 
rials Month” and urging dealers 
to boost the plan through use of 
circulars, direct mail and local ad- 
vertising. The association will help 
distribute magazine reprints and 
keep dealers aware of program de- 
velopments. 


Add Assistant Secretary 
To Michigan Dealers Group 


To provide its membership with 
more extensive field service, the 
Michigan Retail Lumber Dealers 
Association has added Donald P. 
Wall to its staff as assistant sec- 
retary. ‘ “= 

Wall has an 
excellent back- 
ground in retail 
lumber, having 
spent several 
summers as as- 
sistant manager 
of his father’s 
yard at Romo- 
lus, Mich., while 
obtaining a de- aro 
gree in Lumber Don Wall 
Merchandising at Michigan State 
College. He graduated in 1951. 

It is the intent of _MRLDA’s 
board of directors that Don Wall 
take over a majority of service 
calls made by the association, help 
conduct more district and area 
meetings, supervise convention ad- 
ministration and, in general, give 
closer liaison between the Lansing 
office and its members. 






NRLDA Accepts Detroit Group 


The board of directors of the 
National Retail Lumber Dealers’ 
Association announces that it has 
accepted overwhelmingly the ap- 
plication for membership of the 
Detroit Lumbermen’s Association. 
Daniel E. Ford, executive director 
of the Detroit group, has been no- 
tified of this acceptance. 

(continued on page 94) 
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New Certain-leed ° 


BESTWALL 
PAINTS 


Here’s the new full line of high-quality interior finishes 
with a ready-made market for you. Formulated by 
Valspar, backed by Certain-teed — two of the best- 
known names in the building products industry. 





A HIGH-QUALITY FINISH 
FOR EVERY INTERIOR NEED 









Ask your Certain-teed representative about Bestwall 
Paints, or mail the coupon today for the new Bestwall 
booklet that gives complete information. 





Softone Alkyd Flat Enamel Softone Toner 





Address 





Semi-Gloss Alkyd Enamel Interior Gloss Alkyd Enamel Bestone Latex Paint Primer Sealer 
Washable (pigmented vinyl paint) 
ALSO IN THE UALITY eer ae oer ot eh: ie 
Q BESTWALL LINE: | Dept. AL-5, 120 E. Lancaster Ave. ; 
Ardmore, Pa. 
e casein interior wall « powdered colored ee og | 
paint texture paint tot tokens oe Aredier aa _— 
* masonry paint e spackling compound “ ) 
e powdered primer « patching plaster “om 
m n 

« powdered texture e joint system cement ih 
! 
| 
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( Were's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
Mt WORKS BETTER. 












Most dealers report: 
“Our sales of Dur- 


ham’s Rock - Hard 
fate Putty za 

My BN DONALD 
eee ed DURHAM 


ear.” What's more, 
Du rham’s Rock- 
Hard Water Putty 
"sa you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching mantentale may shrink 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel j int or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 











Annular-threaded 
metal weather 
strip nails... 


FOR GREATER 
HOLDING POWER 


< seneneeererer sy mmm 


 , 


ay 
— 





USERS REPORT, Apr. 4— 
Fast replacing the old fash 
joned unthreaded naill’’ 


= P| 


+f 
eee e 
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tte, 
’ 


Gescbtiched 1080 Ploted for moximum rust 
resistance. Early delivery in 
pockages and in bulk. Write 


for prices and samples 


JOHN HASSALL INC. — 


Weetbary. a, bey nN. Y. 


Hassall 
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THIRD AND FOURTH GENERATIONS of the families that founded the 


Norton Co., 
versary of the Winona, Minn., 


were present to celebrate the firm’s centennial. 


Laird, 


On the historic anni- 


yard, the founders’ descendants dressed in costumes 


and wore moustaches and beards typical of the era when the firm was new. 


Laird, Norton Celebrates; Turns Time Back 100 Years 


A century of progress for a pio- 


neer midwest lumber firm was 
relived earlier this year when 38 
persons all of them third and 
fourth generations of the families 
that founded the Laird, Norton 
Co., gathered to celebrate the 
firm’s centennial. 

The 38, dressed in costumes 
reminiscent of the era when the 


firm was founded, dined in a set- 





To commemorate its 25th 


year of 
operation under its present name, 
Nuttle Lumber & Coal Co. used a two 
page ad in the Cambridge, Md., news- 
paper to salute its members by repro- 
during photographs of the firm’s 150 
officers and employes. 

Actually, the firm has been in busi- 
ness since 1899 when Frank Lee Roy 
and Frederick Burdette formed Nuttle 
Hardware Co. in Denton, Md. The firm 
now operates four yards in the area. 


W. E. Nanee, 


Lumber Co., 


of the 
Mo., 


Nance 
recently 


owner 
Stanberry, 


started building a new lumber yard 
on a two-acre tract at Albany, Mo. 
Nance has been in the lumber business 


26 years. Richard A, Maple, who has 
been with the Nance firm for several 





Vay 





ting familiar to the three found- 
ers: William Harris Laird, James 
Laird and Matthew George Norton. 
The menu, a copy of the period 
1815 to 1880, was reconstructed 
from old newspaper accounts. 

Laird, Norton Co. has grown 
steadily during the past century 
and now has two associate firms, 
Hayes-Lucas Lumber Co. and Bots- 
ford Lumber Co. 


years will be of Nance’s 


Stanberry yard. 


manager 


Scheuren Mok Lumber Co., Detroit, 


Mich., to protect cash and checks from 
burglars has a safe within a safe 
within a safe—three safes in all. De- 
troit’s C. A. Kandt Lumber Co. was 
recently burglarized over the week 
end for $3,400 in cash and checks. 
Eugene M. Kimball, president, Kim- 


ball & Prince 
N. J., was honored recently on the 
anniversary of his 60th year in the 
lumber business at the firm’s 39th an- 
nual banquet. The meeting was at 
tended by employes of the firm’s Vine- 
land and Millville branches. 


Lumber Co., Vineland, 


John Knecht, president, Knecht 
Lumber Co., Rapid City, S. D., was 
presented with the “Boss of the Year” 


trophy by the Rapid 
Chamber of Commerce. Knecht began 
his lumber business in Rapid City in 
1928 with one employe. His firm now 


City Junior 


has 200 persons directly or indirectly 
getting their support from the com- 
pany. 
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EZ-Way disappearing 
stairway creates 


1, $200 MORE IN 
\ TIE-IN SALES! 





Because EZ-Way Disappear- 
ing Stairways give easy access 
to attics, it starts home own- 
ers thinking about ATTIC 
CONVERSION. You know 
what that means: more tie-in 
sales, often adding up to $200 
or more! 

And the snowball doesn’t 
stop rolling there—for just 
one or two EZ-Way units ina 
housing development creates 
a big demand for more! 

Take advantage of the eas 
sales-pulling power of EZ- 
Way Disappearing Stairways. 
Five handsome models—one 
even works in a closet! All are 
obviously safe and sturdy. 
Prices are sales-compelling! 
Write today for our free EZ- 
WAY PROFIT KIT withsales 
aids and more information. 


EZ-WAY SALES, inc. 


Box 300-3, St. Paul Park, Minn. 











Reduce Delivery Costs 
and Speed up Deliveries 


TRUCK BODY 


Load or Unload a Load 
or Half Load ata Time 


Beds Shipped KD 
Easy Assembly & Mounting 





Write, wire or phone tor Cotelog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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“KAMBERCORE” 
FLUSH DOORS 


Beauty-"’Plus”’ 
Doors! 


The exquisite beauty of fine hard- 
woods plus the exclusive features 
found only in “Kambercore” Flush 
Doors are the answer to all your door 
problems! With “Kambercore,” you 
are protected against warping, twist- 
ing or delaminating. They stay flat, 
fit flush and are practically sound- 
proof. Built for quality, priced for 
economy! .. . the reason why “Kam- 
bercore”’ Flush Doors are more 
and more in demand today! 


EXCLUSIVE “KAMBERCORE” 
CONSTRUCTION 


The exclusively designed and 
engineered construction in 
"Kambercore’’ gives permanent 
rigidity and solidness in all 
directions .. . to keep straight 
and true for the life of its To. 
stallation. 





UNION MADE 


PERRY DOOR CO 





200 SO. VICTORY BLVD., BURBANK, CALIF 





Easy opening sections 
for sheet changes. 


Whew 


Ever Ready Catalog Holders 
keep catalog data at correct 
reading angle with both 
hands free. They can be used 





on sales counters, buyer's 
desks and in warehouses for 
quick reference, Dozens of 
other uses 












Ne. 12 completely filled with 
ten additional sections 











Ever have the experience of searching for a 
catalog for a waiting customer and find it 
was like looking for “a needle in a hay- 
stack?” Most likely you were able to find 
it easily — at a later date — when you 
were hunting for another catalog. Ever 
Ready Catalog Holders keep every caftloy 
sheet instantly available and in place Bach 
section holds one inch of punched sheets 

keeps ther in place makes them in 
stantly removable without disturbing the 
balance. ONLY $6.66 Starts You Off — 
Order Additional Sections As You Need 
Them! 


















(For more data on advertised products fill in coupon om page 118) 


et ee - 

Geneva Mfg. Co., 405 Stevens St., Geneva, iti ! 

Gentiomen: Please ship me: ' 

So. 12 EVER READY Holder. 15 in. wide ' 

n. deep, S/; in. tt. Sturdy steal, dork Company ' 

green baked enamel. Capacity, 17 sections i 

With wr 4 2 sections: $5.65 Eo Ar. of i 

Ne. 24 2 but 30 in. wide ond j 
with cape 24 coctom. Preed wth Address 

te actor $6.50 each i 

Addl Sections, $/ 00 fo c Srave ' 

NOTE: Types of punching — Kalomarce 4post C) Ring Binder 3.pos ; 

v 
Money Back Guarantee! i 
ee -——-e wee eer 
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Burglars Revisit Distributor For More Building Materials 


For the second time in five 
months, Dania Supply Co., Holly- 
wood, Fla., was visited by daring 
thieves. 

Last month, burglars backed a 
pe truck against a rockpit em- 
vankment on one side of the 
sprawling lumber yard and used 
the bed of a Dania truck as a plat- 
form to throw $700 worth of black 
meta! lath and galvanized corner 
beading from the warehouse. In- 
side the yard, the burglars used a 
dolly to wheel the materials to the 
truck practically under the noses 


Friends Fete ‘Mr. Redwood’ 
On 25th Year With Firm 


Friends assembled at the Build- 
ers Club of Chicago recently to 
pay tribute to Joseph E. Watt and 
commemorate his 25-year associa- 
tion with the Union Lumber Co., 
Chicago. 

Because he has heralded the red- 
wood cause in almost every state 
in the union, Watt has become 
known as “Mr. Redwood.” 

He is looking forward to an- 
other 25 years with the firm he 
joined in April, 1930. During the 
late thirties he did extensive in- 
dustrial redwood research in 
Southern California. He has been 
in charge of Union’s Chicago sales 
office since 1941 and in 1949 he 
was made vice-president in charge 
of eastern sales. 


Trumbo Starts Building 
New Portiand Warehouse 


Construction has begun on a 
$262,000 warehouse by the M. 
Trumbo Co., Portland, Ore. The 
40,000 - square-foot building is 
scheduled for completion by June. 

Trumbo distributes building ma- 
terials from Portland and Eugene 
to lumber yards and building ma- 
terials dealers in Oregon and 
Washington. 

The warehouse will be served by 
a spur track large enough for five 
freight cars and a loading dock 
for six trucks. A 4,000-square foot 
area has been assigned for office 
space with a similar area available 
for future expansion. 


Evans Joins Conifer Lumber 


Henry (Hank) Evans has re- 
cently been appointed assistant to 
Bill Freese, president of Conifer 
Lumber Sales, Sacramento, Calif., 
to help handle their increased vol- 
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of two night watchmen. 

Last December 5, four masked 
gunmen slugged and bound two 
night watchmen and escaped with 
more than $3,000 worth of metal 
plasters’ cloth. The thieves used 
two company trucks to transport 
their supplies. 

Because the Sunday night loot 
consisted of metal plasters’ sup- 
plies, it is believed to have been 
committed by the same men. The 
burglary took place within view 
and hearing of several homes near 
the yard. 


ume of sales of western pine and 
associated species. 

Evans has been in the lumber 
business since 1944 and prior to 
joining Conifer was sales manager 
of the High Sierra Pine Mills at 
Oroville, Calif. 


Georgia-Pacific Opens 
New Milwaukee Warehouse 


To provide retail building mate- 
rial dealers in the Milwaukee area 
with better service, Georgia-Pa- 
cific Plywood Co. recently opened 
a new warehouse in West Allis, 
Wis. 

The new warehouse will stock 
the G-P line of plywood, moldings, 
doors and selected specialties. In 
addition to the stocks on hand, 
additional supplies can be rushed 
from the firm’s Chicago warehouse 
if the need arises. 


Tom Ryan will supervise the 
Milwaukee operation as well as 
the G-P Chicago warehouse. Tom 
Roll is sales manager of the new 
branch. Sales engineer George 
Johnson will be available to help 
dealers solve their technical prob- 
lems. 


New Lumber Wholesaler 


Chicago Lumber Sales Co., 228 
N. LaSalle, has been organized as 
a new wholesale lumber firm to 
distribute west coast lumber prod- 
ucts and California redwood to 
retailers in and around Chicago, 
John E. Flynn, president, has 
announced. 


The new wholesale firm is com- 
posed of the retail Foster Lumber 
Co., Inc., of Gary and Valparaiso, 
Ind. In addition to Flynn, officers 
of the wholesale firm are: F. M. 
Clifford, vice-president: Charles 
E. Foster, Jr., secretary, and Fred 
C. Skinner, treasurer. 


May 


on vale. 


Among the Wholesalers 


Control of Metzloff Bros., Inc., 
North Tonawanda, N. Y., one of the 
largest wholesale lumber dealers in 
the state, has been purchased by Vin- 
cent C. Bonerb, Orchard Park, N. Y., 
and Ronald E. Metzloff, North Tona- 
wanda. The price was in excess of 
$300,000. The firm has annual sales 
of more than $2 million and the new 
management plans to serve areas east 
and south of Buffalo. 


R. W. Marquardt, formerly of Mil- 
waukee, has been elected assistant to 
the president of the J. J. Fitzpatrick 
Lumber Company, Inc., Madison, Wis., 
wholesalers and manufacturers of 
lumber. Marquardt is a director of the 
firm and has been associated with it 
since 1949 as president of one of its 
subsidiary corporations. 


Peaslee - Gaulbert Corp., Jackson- 
ville, Fla., is now serving as distribu- 
tor for Miraplas wall tile in the 
Florida-Georgia area. The Peaslee- 
Gaulbert Corp. suspended its Florida 
operations four years ago, and only 
recently has the century-old firm re- 
sumed its activity in the area. 


Hires-Turner Glass Co., Philadel- 
phia, has been named distributor of 
Soule Fiberglas Screening in a terri- 
tory including Delaware, District of 
Columbia, New Jersey, Pennsylvania, 
and western New York. Hires-Turner 
also has sales offices in Rochester, 
Elmira, Trenton, Wilmington and 
Washington, D. C. 


Royal Glass & Millwork Corp., Long 
Island City, N. Y., will distribute Soule 
Fiberglas Screening in Long Island, 
and the metropolitar New York area. 


Hass Wholesale, {nc., South Bend, 
Ind., held a fish fry recently for 500 
lumber dealers and manufacturers 
representatives from Indiana, Michi- 
gan and Ohio. This was the 17th fish 
fry the firm has sponsored. Featured 
speaker Richard Snyder, a Chicago 
consulting engineer, spoke on the cost 
of doing business and that serious 
steps should be taken to raise the 
retail lumber dealer’s profit margin. 


John F. Miller, Jr., has accepted a 
position with the Lloyd St. Clair Lum- 
ber Co., Kansas City, Mo. For the past 
two years, Miller has been assistant 
western manager of the National- 
American Wholesale Lumber Associa- 
tion, Portland, Ore. Previously he 
had been assistant western manager 
of the Southwestern Lumbermen’s As- 
sociation in Kansas City. 


Nebraska Bridge Supply & Lumber 
Co., Omaha, has announced the con- 
version of a pressure treating cylinder 
in order to treat wood products with 
penta at its Laramie, Wyo., plant. The 
firm has been active in the manufac- 
turing and wholesaling of lumber 
since 1899 and actively entered the 
wood preserving field in 1934. Since 
that time the treating plant has op- 
erated under the name of the Forest 
Products Treating Co. 


John H. Graham & Co., Ine., N. Y., 
has been named sales representatives 
for Plastic Woven Products, Inc., Pat- 
erson, N 
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INCORPORATED 1921 


ABERDEEN, WASHINGTON 














Trade Mark 











PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


WHITE FIR 


SUSANVILLE 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 





CALIFORNIA 














made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear. . . 


* Beautiful, Practical 
can be painted in 
two tone colors to 
match or harmon 
ize with any color 


scheme you choose 
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Look for the 
EASY-CHANGE trademark 
branded on the edge 

of each door. 


e+*for further particulars ask your 
Sash and Door Distributor or write - 


THE COMBINATION DOOR CO 





FOND DU LAC WISCONSIN 


BuILDING PropucTs MERCHANDISER 








|" READY-MIX 
BUSINESS 


PAYS OFF" 


Your Winslow representative can call on you, at your convenience, and prove, 
with "details and facts'', how you can set up a profitable Winslow Ready-Mix 


plant at a reasonable overall investment. 


| Here are some 
| typical dealer 
reports . 


“our Binanbatch in- 
vestment paid for it- 
| self in approximately 
one year” ... “big 
increase in tie-in sales 
since handling Ready- 
Mix in our yard”... 
“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
| Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits... 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business 


Send coupon for 
complete details 





Actual ograph, Ready-Mix  instaile- 
tion at Huston Lumber Company—et Carey, 
Ohio 








Please send information 
Name 

Address 

City 

State 











WINSLOW SCALE CO. 


P. ©. Box 1198, Terre Haute, ind. 


on Bin for Ready-Mix 
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UNPROFITABLE 
‘CAT & DOG’ 
LENGTHS 


HEAVY, COSTLY 
INVENTORIES 


BUY AIR-KING 


SPECIFIED 
LENGTHS 


YOU SAVE money when you order 
quick “turnover” lengths and widths 
in West Coast Douglas Fir lumber 
through AIR-KING. 

WRITE for details. 





WCLB Grape stamp 


combined with AIR-KING'S strict 
standards assures uniformity and 
customer satisfaction, 


SPEED in pveLivery 








by a mill designed for quality and 
fast production, High speed equip- 
ment; experienced personnel. 


AlR=HING 


MFG, CORP. 


TIGARD, OREGON 





| THE LUMBER MARKET 


Markets Are Stronger 
In Seattle Area 


SEATTLE — The principal mar- 
kets are stronger. There is some 
complaint that lumber is hard to 
buy. The industry is feeling the 
effects of the early spring cold 
spell which brought two weeks of 
freezing temperatures. 

Fir and hemlock uppers remain 
the same but dimension is stronger, 
at least $3 in the case of green fir 
and $1 for dry hemlock. Most 
shingles are very firm. No, 1 
royals are scarce and No, 2’s can 
hardly be bought. No. 1 perfections 
are much in demand. No. 1 5X are 
a little softer and No. 3’s can be 
purchased for 25¢ less. 

Cedar siding continues firm. The 
mills still have a large backlog of 
orders and it is not hard to find 
firms which have placed business 
as long as 60 days. Pines remain 
steady and prices are unchanged. 
Engelmann spruce is firm and 
tends to strengthen. 

The Canadians have sold lots of 
lumber to the Atlantic coast for 
delivery as late as August. Their 
usual market, the United Kingdom, 
bought heavily from Russia. 

Inventory of logs in the hands of 
mills and loggers in commercial 
waterways as of April 1 shows 
losses but a fair amount for this 
time of year. Puget Sound re- 
ported 338 million feet or 48 mil- 
lion feet less than March 1. 


Southern Pine Market 
Remains Fairly Stable 


BALTIMORE — The southern 
pine market has been fairly stable 
over the past two weeks with no 
noticeable changes. Buying was 
reported as spotty and selective, 
and several yard owners reported 
that they have had their salesmen 
out beating the bushes for orders. 
Optimism was the keynote, how- 
ever, and most dealers seem confi- 
dent that the lumber business in 
general is due for a pickup very 
shortly. 

One wholesaler reported that B 
and better southern pine could be 
had for around $168-$170 per M 
from the larger mills; while the 
smaller, fly-by-night mills were 
selling it for some $15 cheaper. 
These prices are much the same as 
they were 15 days ago. 

Fir is continuing very strong, 
with noticeable increases in both 
price and demand. Random lengths 
are selling for about $75 fob mill; 
while specified lengths range 
around $77. 2 x 4 x &s, No. 2 com- 
mon and better with up to 15% No. 
3, are being bought at about $110. 


(For more data on advertised products fill in coupon om page 118) May 





Dimensional green douglas fir is 
bringing $105 fob mill. 

There is practically a shortage 
evident here in fir, due to the diffi- 
culty of many operators to get 
steamer space for their lumber. 
One wholesaler remarked that he 
had a 60-90 day backlog on order 
for fir; and that he has had to turn 
down many other orders until his 
shipments start catching up. 

Oak flooring has also shown a 
marked increase in price over the 
past two weeks; and some grades 
are up as much as $10 per M over 
a month ago. Clear, white oak 
flooring is being bought at about 
$210 fob mill; while the clear red 
sells for $215. Select red oak floor- 
ing is reported almost impossible 
to get from some mills without 
purchasing other types of lumber 
with it. 


Market Remains Steady; 
Prices, Supplies Good 


TACOMA—The market appears 
relatively firm. Orders are good. 
Prices are steady and supplies ap- 
pear adequate to fill existing re- 
quirements. 

Weather conditions have been 
mild, permitting production par- 
ticularly in the woods, to proceed 
on normal schedules. 

The outlook for the most part is 
encouraging and operators are op- 
timistic. Some plants have reported 
establishment of extra shifts, al- 
though how long these will con- 
tinue is indefinite. Water borne 
shipping space is in better supply 
than it was a few weeks ago. 

The spring return-to-work trend 
in both the logging and construc- 
tion industries has materially im- 
proved the overall statewide unem- 
ployment situation, according to 
the state employment security de- 
partment, which announced that 
last week state insured unemploy- 
ment dropped to 45,455, nearly 
4,000 fewer than during the pre- 
ceding week. 

Prospective purchasers continue 
to display an avid interest in pub- 
lic owned timber blocs being of- 
fered at auction. As an illustra- 
tion, the Gerber-Bunker Timber 
Co., Raymond, purchased an 160- 
acre tract of state owned timber 
for $13.05 per thousand for hem- 
lock and white fir, compared with 
an appraised price of $11 per 
thousand. The tract contains more 
than 7,000,000 feet of hemlock, 
white fir, spruce and cedar. 

George M. Nye, Raymond, 

urchased approximately 475,000 

oard feet of state owned white 
fir, hemlock, cedar and Douglas fir 
in Pacific county. 

(continued on page 114) 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is « compilation 


and average of mill prices at press time and 


should not be considered as current on the day 


the magazine is received. The prices should be useful in following market trends and as @ 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


Bé&Btr. Cc D 
BBE soos cacccees 160.00 155.00 105.00 
Flat Grain Flooring 
SMS cectcadebese 145.00 140.00 90.00 
SOG tease chbeonne 165.00 160.00 120.00 


Drop Siding 


1x6 (Pat. #106) 160.00 155.00 110.00 

1x6 (Pat. #116) 160.00 155.00 110.00 
Celling 

Bms ciccsecceds 125.00 120.00 75.00 

IEG pccenconsts 116.00 110.00 76.0 


Boards and shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 


NO. 1 ..cccee 67.00 70.00 68.00 74.00 
No. 3 .cccvee 62.00 64.00 64.00 69.00 
NO. 8 wccscee 57.00 67.00 57.00 6200 


No. 1 Dimenston 
12’ 14’ 16° 18’ 20’ 


2x 4 79.00 79.00 81.00 78.00 78.00 
2x 6 78.00 81.00 77.00 81.00 81.00 
2x8 860.00 79.00 77.00 78.00 177.00 
2x10 78.00 80.00 78.00 78.00 78.00 
2x12 78.00 76.06 76.00 78.00 78.00 


No. 2 Dimension 





2x 4 76.00 76.00 7800 75.00 175.00 
2x 6 75.00 78.00 74.00 78.00 75.00 
2x 8 77.00 76.00 74.00 75.00 74.00 
2x10 75.00 77.00 75.00 75.00 75.00 
2x12 75.00 73.00 73.00 7500 75.00 
No. 3 Dimension 
2x 4 .... 60.00 
2x 6 P 59.00 
2x 8 54.00 
2x10 48.00 
2x12 : 15.00 
(Add $15.00 for dry lumber ) 
Royals 
No. 1 24” 4/3 15.25-15.50 
No, 2 24” 4/2 8.50- 9.00 
No. 3 24” 4/2 4.00- 4.25 
Perfections 
No. 1 18” 5/2% 12.00-12.25 
No. 2 18” /2% 6.75 
No. 3 18” 2% 4.50- 4.75 
VX NNN 
No. 1 16” 2 10.50-10.75 
No, 2 16” 5/2 6.25- 6.7 
No. 3 16” 5/2 4.50- 4.75 





WESTERN RED CEDAR 


Prices for Western Red cedar siding 
tn mixed cars, new bundling, BD to 1 
are: 


Heveted Siding, % Inch 


Clear “A” “B” 
% by 4 Inch....100.00 95.00 50.00 
% by & inch.... 80.00 77.00 50.00 
% by 6 inch....120.00 115.00 100.00 
% by 8 inch....160.00 145.00 105.00 


Clear Bangalow Siding, % inch 






8-inch .. -+«-180.00 176.00 140.00 
10 inch .. .--205.00 200.00 170.00 
13. SGD vvvccusec 220.00 215.00 165.00 
Finish, BR and Btr, $2 or 45, 
@ to 1 or Rough 
De. beset eealibasbesbeterecens 236.00 
Ree - o0eeb0.0b000.000 cecocoeecenee 246.00 
SOES  Coventeesedreee es Serer * 
Cetling of Fleering, B and Str, 
te 10 or Longer 
B&Btr. Cc D 
B99 idsdredesves 136.06 126.00 100.00 
SBS cecconnvesos 136.00 125.00 100.00 
Discount on mouldings, 6’ to 20’ odd 
lengths. 
Series 


Listing under 4.06—list plus 36% 

Listing 4.00 and over—iiat plus 356% 
Clear Lattice, 6/10 x 1%"—S’ to 1” 

R00 Wb Served peserteaccsverevenes 1.50 
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WESTERN PINES 


Ponderosa Pine 


6/4 RW 

Selects an 

S2 or 48 ia Rw 6/4 RW 8/4 RW 
CRBtr. RL 260.00 265.00 276.00 

sac No.1 No.8 
afk; ues ag fe ae 142.00 110.0 


C/E cccccccecesesseose 
Commons, $2 or 45 


B&Btr. No. 3 No. 4 
ix 8 RL ....112.00 72.00 64.00 
1x12 RL ....120.00 72.00 64.00 


idaho White Pine 
Selects 82 or 48 


ix ixé6 = 1x8 1x10 

C&Btr. RL .270.00 270.00 270.00 276.00 

D RL occcce 230.00 230.00 230.00 246.00 
Commons, 52 or 48 

No. 1 No, 2 No.3 

in Dies oc 0% «+ ++157.00 145.00 100.00 

UZIB accccresece 186.00 151.00 100.00 


s Pine Selects 82 or 48 
eid 4/4 RW os RW 6/4RW 
B&Btr. RL. .265.00 80.00 285.00 
Cc 280.00 








TEEs cocces 260.00 276.00 
D Ble cocvses 230.00 245.00 246.00 
Shop, 828 
No. 1 No. 3 
B/E ccveccccccos 152.00 122.00 $0.00 
C/E ccvccccveces 162.00 122.00 80.00 
Clear Pin Mx2% Hxl% 
White coesen ees 195.00 165.00 
Oe bicetsas vis tease 200.00 176.00 
Sel Piain 
(2. ee ees 185.00 170.00 
ROG sccvcccovvcsheSoanre 190.00 175.00 
1 Com, 
Welte cccces s¥ennnne 165.00 155.00 
OE 6 pesedeces co eeene 167.00 150.00 
#1 Com, & Btr. Shorts 
I cevcdeancdve cant 127.00 90.00 
22 Com. Shorts 
DEA. ntiuire pce.d-ene ca 8t.06 70.00 
Vertical Grain Flooring 
Bé&Btr. Cc dD 
ix4 Heart ...... 260.00 235.00 200.00 
Flat Grain Flooring 
BBE ciewnscvese 170.00 160.00 125.00 
IRS. cvdccvncvveave 176.00 165.00 125.00 
Drop Siding 
36 BIOG: 2 06-500 191.00 170.00 140.00 
1x6 #116 ....... 191.00 170.00 140.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 (D 


Grade) ..140.00 140.00 145.00 178.00 
Se LePry 84.00 80.00 87.00 98.00 
NG, BD aveces 70.00 78.00 76.00 76.00 


No. 1 Dimension (Dense) 


12’ 14’ 16’ 18’ 20° 

2x 4 102.00 102.00 105.00 115.00 120.00 

2x 6 103.00 107.00 105.00 1156.00 120.00 

2x 8 103.00 108.00 101.00 111.00 116.00 

2x10 116.00 116.00 116.00 129.00 134.00 

2x12 132.00 132.00 132.00 142.00 147.00 
No. 2 Dimension (Dense) 


2x 4 94.00 94.00 97.00 107.00 112.00 
2x 6 91.00 94.00 91.00 101.00 106,00 
2x 8 94.00 92.00 89.00 99.00 104.00 
2x10 95.00 99.00 95.00 1 115.00 
2x12 91.00 91.00 91.00 1 120.00 


No, 3 R/L Only 


OE Ge a a ee 75.00 
Se eS Bee OS eae 68.0 
8 See 68.00 
DT: ctabesépone MEE’ ces s0000-4 64.00 
DEED  KSeshsw ssi neeeee >cees 61.00 


All prices based on kiln dried stock 


REDWOOD 


Revel Siding 


x 4 V.G. Clear All Heart..... 95.00 
de 6 V.G. Clear All Heart....- 122.50 
%x & V.G. Clear All Heart..... 146.00 
%x 6 V.G. Clear All Heart..... 122.50 
%x & V.G, Clear All Heart..... 150.00 
%& x10 V.G. Clear All Heart.... 165,00 
%&x 6 V.G. Clear All Heart..... 169.50 
4x 8 V.G. Clear All Heart..... 186.60 

x10 V.G. Clear All Heart..... 212.60 
2212 V.G. Clear All Heart..... 224.00 


Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above 
sizes. 


Ansae Siding 


1x10 V.G. Clear All Heart...... 245.00 

1x12 V.G. Clear All Heart...... 260.00 

Note: Deduct $15.00 for A Grade. 
Finish 


ix 4 Clear Heart S48........ 
ix 6 Clear Heart S48........+++ 
lx 8 Clear Heart S48........++> 
1x10 Clear Heart S148.........++. 
1x12 Clear Heart S48.........-- 








WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Cc D 
BEG wvecccccvces 160.00 146.00 90.00 
Viat Grain Flooring 
BPP veer ee 135.00 1380.00 86.00 
OS Reenter re 160.00 166.00 106.00 
Drop Siding 
1x6 (Pat #1)06.150.00 146.00 100.00 
1x6 (Pat, #116).150.00 146.00 96.00 
Ceiling 
BEE cocvccecees 120.00 116.00 76.00 
BBG, cope vvceses 120.00 116.00 76.00 
Roards and Shiplap and 
2” (Dry) 
1x6 1x8 1x10 1x12 
Me. 3 scccece 74.00 6.00 5.00 78.00 
NO. B cscvcece 67.00 69.00 67.00 72.00 
No. 8 cccveccs 60.00 62.00 62.00 61.00 


No. 1 Dimension 
12’ i4’ 16’ 18’ 20° 
2x 4 79.00 79.00 8000 79,00 79.00 
2x 6 79.00 79.00 79.00 79.00 79,00 
2x 8 79.00 79.00 T7900 79.00 79.00 
2x10 79.00 79.00 79.00 79.00 79.00 
2x12 79.00 79.00 79.00 79.00 79.00 


Neo. 2 Dimension 


2x 4 75.00 75.00 76.00 756.00 75.00 
2x 6 75.00 75.00 75.00 76.00 75.00 
2x 8 75.00 74.00 72.00 76.00 177.00 
2x10 «74.00 75.00 73.00 72.00 177,00 
2x12 72.00 72.00 73.00 74,00 177.00 


No. 3 Dimension 1/1, Onty 


Sx 4 owes cone eeteeve verses 61.00 
2x 6 , : . 58.00 
2x 8 , errr  * 
2x10 ; - 64.00 
Sais... cove cvvesecs@ewe 





ENGELMANN SPRUCE 


Hoards and Shiplap (dary) 


No, 2&Btr. 100.00 106.00 103.00 106.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 


12’ 14’ 16’ is’ A 
2x 4 76.00 176.00 176.00 176.00 175.00 
2x 6 75.00 76.00 76.00 77,00 77.00 
2x 8 177.00 77.00 76.00 76,00 76.00 
2x10 76.00 77.00 76.00 76.00 76.00 
2x12 76.00 76.00 76.00 77.00 17.00 


2x 4 70.00 70.00 70,00 70.00 I 00 
2x 6 70.00 70.00 70.00 72.00 -00 
x8 172.00 72 +4 70.00 78.00 70.00 

70.00 72.00 7 10.00 


2x16 : 0.60 19. 0 Y 
2x12 70.00 70.00 70.60 72.00 73.00 
Mille are now grading boards No. 3 


and 8 common. lia do not grade out 
No. 3 dimension as in Gr. 
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Deacon's Bench 


Meadowbrook announces an econ- 
omy-priced solid birch or maple settee. 
Designed in popular colonial style 
and constructed to give years of serv- 
ice. Completely assembled, sanded 
satin-smooth, ready to paint, stain or 
lacquer. Seat. 16” x 41”, overall height, 
33”, weight 36 pounds. Meadowbrook 
Industries, Dept. AL, 2268 Bellmore 
Ave., Bellmore, L. IL, N. Y. 


Vor more data circle No. 1 on coupon, p. 118 

















Seven Won-Dor 


Windsor Door Co, has announced a 
new seven-sectional residential door. 
Known as the Seven Won-Dor, this 
all steel, quality constructed garage 
door offers: completely Bonderized 
rust-proof; 16 ball bearing rollers for 
finger-tip operation; requires less 
headroom and is engineered for snug 
fit. This garage door is available in 
all sizes, including double and special 
dimensions, with or without glass in- 
serts. Windsor Door Co., Inc., Dept. 
AL, 2284 Jericho Turnpike, Garden 
City Park, L. L, N. Y. 


For more data circle No. 2 on coupon, p. 118 


Easy One Coat 


A new method of waterproofing and 
decorating masonry surfaces by use 
of a single application has been an- 
nounced by Sresens Laboratories. 
The new product, released under the 
trade name of Easy One Coat, is a 
new principle involving the use of 
active mineral ingredients in ready- 
mixed form. The masonry coating is 
available in eight attractive colors 
and requires no pre-wetting of sur 
face, no mixing of dry powders and 
water, announces Truscon. Truscon 
Laboratories, Dept. AL, Caniff & 
Grand Trunk R.R., Detroit, Mich. 


For more data circle No. 3 on coupen, p. 118 
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Lusterglo Decorative Panels 


Decorative panels of fiberglass re- 
inforced plastic, trade named Luster- 
Glo, are announced. Certain types of 
fabrics, specially treated and impreg- 
nated, are used in the manufacturing 
process. The result is said to be a 
permanent panel that admits light, 
yet gives privacy. Designed for use in 
home construction, and many other 
uses. Lusterglo, Inc., Dept. AL, 1339 
East 289th St., Wickliffe, Ohio. 


For more data circle No. 4 on coupon, p. 118 





Duraface Foamglas 


Development of a cellular glass in- 
sulating material said to combine both 
insulation and ceramic finish in a sin- 


gle unit, has just been announced. 
Called Duraface Foamglas, the new 
material is claimed to provide a dur- 
able, impact-resisting surface along 
with high insulating and moisture- 
proof qualities. With the new mate- 
rial, a wall completely insulated and 
surface-finished can be erected in one 
operation. Unsupported walls can be 
built of the blocks because of their 
rigidity and high compressive 
strength, announces the manufacturer. 
Pittsburgh Corning Corp., Dept. AL, 
One Gateway Center, Pittsburgh 22, 
Penna. 


For more data circle No. 5 on coupon, p. 118 


New Window Unit 


Vent-a-wall window units feature 
removable sash which saves construc- 
tion time and, according to the manu- 
facturers, reduces breakage and 
makes painting easier. The units can 
be removed from the frame by turn- 
ing two small levers on the side of 


May 


y 


“-, 





each friction hinge. A fast threading 
screw in each corner of the sash is 
said to make replacement of glass 
easy. Vent-a-walls are available in: 
casement window, open-style awning 
window, and open-in or hopper style 
with friction hinge. R.O.W. Distribu- 
tors, Dept. AL, Rocky Mount, Va. 


For more data circle No. 6 on coupon, p. 118 





Improved Contact Adhesive 
Adhesive Products Corp. announces 

the development of an improved con- 

tact adhesive, Stix, which is claimed 


to make it possible for anyone to 
laminate Formica, Micarta, Conso- 
weld, Panelyte, etc., to wood, without 
the use of any heat or pressure. With 
Stix, the surfaces to be adhered are 
allowed to dry for 30 minutes. When 
the cement is dry, the coated surfaces 
are placed in contact with each other. 
Stix is available in pint, quart and 
gallon cans as well as 55-gallon drums. 
Adhesive Products Corp., Dept. AL, 
1660 Boone Ave., New York 60, N. Y. 


For more data circle No. 7 on coupon, p. 118 





Vinyl Interior Finish 


Gleem “Miracle Plastic” Flat is said 
to roll or brush on any type of inte- 
rior surface with a glidingly effort- 
less motion, free from any drag or 
friction. Possessing uniformity over 
regular surfaces, when color contrast 
is not excessive, this new plastic- 
based paint is also claimed to cover 
dry wall construction in one coat 


(continued on page 102) 
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AMERICAN 
LUMBERMAN 


REPRINTS 





Here is a list of American Lumberman editorial reprints available at 
10¢ each. Please order by number—using the convenient coupon below. 
Inasmuch as no reprints are sent C.O.D., please enclose the exact 
amount in coin or check. 





Twenty-six Ways to Build Morale and Teamwork—-by Art Hood 


How to get people to do what you want them to......: September 22, 1951 
The ABC's of Personal Progress—-by Art Hood 
A time-tested prescription for getting ahead........... February 11, 1952 


“Sittin’ Pretty!”’—by Art Hood 


The operating ratios of sound, conservative dealers...... August 25, 1952 
The Mathematics of Pricing—by Art Hood 

A practical formula for profitable retail pricing......... February 9, 1953 
Making Merchandising Partners—by Art Hood 

How wholesalers and dealers can work together for 

EE SE pe Pe ae Pee eee December 14, 1953 
Twenty Things to Do Before Cutting a Price—-by Art Hood 

Management techniques for competitive price control. ...January 25, 1954 
Twenty Ways to Go Broke and Fast!—by Art Hood 

A check-list on the major causes of business failures...... February 8, 1954 
A Creative Salesman’s Pledge—-by Art Hood 

The principles of creative selling. ....0.000000 cer eues February 22, 1954 
Why I Lost That Sale—-by Art Hood 

A check-list of the reasons behind lost sales. ...... 6.604545. May 8&8, 1954 


Too Many Retailers—Not Enough Consumer Salesmen!—-by Art Hood 
Why you should have additional consumer salesmen...... March 22, 1954 


Competition Is More Than Skin Deep!—-by Art Hood 
Why and how competitors capture business from your area. . August 9, 1954 


Compare Your Operating Statement—by Ira S. Fields, Fields 

and Fields, Certified Public Accountants, Chicago 

A set of favorable industry averages with which you can 

COMPETE YOUT OPETAUONS. . cc cescsrccvceseveesscesveeed August 24, 1954 


Banish Red Ink This Winter—-by Art Hood 


How to increase your cold weather sales....... .. September 6, 1954 


by Art Hood 
es ben Oa October 18, 1954 


Never Underestimate the Power of the Women 
How to attract and serve women customers. ... 


(Use this coupon to send your order) 
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without color variations appearing. 
Baltimore Paint & Color Works, Inc., 
Dept. AL, 150 8S. Calvert Rd., Balti- 
| more, Md. 

For more data eirele No, 8 on coupon, p. 118 





Quik-Bilt Workshop 


The new Quik-Bilt workbench is a do- 
it-yourself package, with Belson fur- 
nishing the prefabricated standards, 
drilled, painted, ready for assembly 
with all hardware furnished. The do- 
it-yourselfer selects the type of top 
material required for his needs—lum- 
ber, plywood, Formica, etc. Length 
is optional. Constructed of high tensile 
steel angles and finished in forest 
green, the completed workbench can 
be assembled, it is said, in less than 
an hour. Belson Mfg. Co., Dept. AL, 
| East River Road, North Aurora, Ill. 


| For more data circle No. 9 on coupon, p. 118 





Kambercore Flush Doors 


Kambercore flush doors are finished 
in all veneers, and are available in all 
standard stock sizes. Special sizes and 
thicknesses are available upon request. 
| The new Eldorado—glass louver flush 
door—is announced by the manufac- 
turer as the most modern development 
in flush doors. Made in all plywood 
veneers, the Eldorado has an inside 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 
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Please send me reprints: (please circle) 


removable screen and a heavy gauge 
steel louver with automatic safety 
lock. Also announced by the manu- 
facturer is its new lightweight, yet 
soundproof solid Fiber-Core door. 
Perry Door Co., Dept. AL, 200 So. Vie- 
tory Blvd., Burbank, Calif. 


For more data circle No. 10 on coupon, p. 118 
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8 09 WoO 4 112 -«193—s—«aN Lockwood Och Mipeting 
10 Mountain - grown Lockwood Oak 
Flooring’s eased edges with nailing 
Gneloced be groove in top of tongue is said to speed 
NAME laying and finishing. Lockwood also 
is tempered, to make it more resilient 
COMPANY and easier to nail. Lockwood is pre- 
cision-milled, to provide an even sur- 
ADDRESS face. Cloud Oak Flooring Co., Dept. 
AL, Springfield, Mo. 
ciry STATE Por more data circle No. 11 on coupon, p. 118 
(continued on page 104) 
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NO INVENTORY PROBLEMS 


5 sizes cover 
ALL size requirements 
HANDY KITS are convenient and complete 


—easy to handle, easy to se//. 


WHY Woney wens woun ou Stig Nearly every home-owner is a prospect for 
@. ‘ replacement screens, and at last here's a way 
you can profit from the immense potential — 

mee am » = with minimum investment and a proven, fast- 

7) HOMESHIELD turnover item! Instead of selling components 

‘ piece-meal, or worrying with special orders, 

you sell a complete package that 

meets a// your customers needs! 


post 





with these kits it takes only 
SIMPLE STEPS 


to make a sparkling screen that 
saves home-owners money and maintenance 


@ Full-frames of ALUMINUM give full protection— 
never need painting —beautify any window 
@ Durable FiperGias screening won't stain, stretch, shrink or burn 
@ Anyone can make 'em in minutes—no special tools 
@ Kits available for economical half-screens, too 


ADVERTISED IN LIFE, Saturday Evening POST, and other leading 
magazines, pre-selling your customers this spring & summer! You 
receive a complete sales aid kit FREE with our introductory offer, 
so get the facts today. Write Dept. LK-5 














AMERICAN SCREEN PRODUCTS COMPANY 


World's Largest Manufacturers of Aluminum Frame Screens, and makers of famous quality Har-Vey Hardware 
GENERAL OFFICES: 807 N.W. 20th St., Miami, Florida 
Southwestern Division: 3515 W. Datias $t., Houston, Texas Western Division: No. Temple City Bivd., Ei Monte, California 
Metal Screen Division: 278 N.W. 27th St., Miami, Florida Midwestern Division: 505 W. Harrison, Plymouth, indiana 
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Settee-Picnic Table 


Adams has announced its No. 3 
combination settee-picnie table. It can 
be converted from settee position to 
pienic table position. Designed for use 
in yards, parks, basements or recrea- 
tion rooms, the settee-picnic table has 
a steel frame. It is available with or 
without the wood seat and back (or 
table top). The Adams Co., Dept. AL, 
P.O, Box 268, Dubuque, Iowa. 


Por more data circle No. 12 on coupon, p. 118 





New Switch Boxes 


A complete new line of non-gang- 
able solid switch boxes said to incor- 
porate seven special labor-saving fea- 
tures is announced. Built to standard 
dimensions of 1%” deep x 2” wide x 
3” long, the new switch boxes are 
available in a variety of styles with 
clamping, mounting and knock-out 
arrangements which permit their use 
on a wide range of applications. ac- 
cording to the manufacturer. Key- 
stone Mfg. Co., Dept. AL. 23228 Sher 
wood Road, Center Line, Mich. 


For more data circle No. 13 on coupon, p. 118 


All-In-One Door Carton 


All-in-one door carton containing a 
Custom-Craft door, factory packaged 
with everything included, is now avail- 
able. The all extruded (alcoa alumi- 
num) storm-screen door is pre-assem- 
bled and pre-packaged and includes all 
stainless steel hardware and premium 
accessories, Five stock sizes are said 
to fit 85% of all residence doorways; 
special sizes for the remainine 15% 
ean be delivered promptly. Canitol 
Products Corn., Custom-Craft Div., 
Dept. AL-44, Mechanicsburg, Penna. 


For more data circle Neo. 14 on coupen, p. 118 


Weatherstripped Door Frame 


A new tvpe door frame, completelv 
weatherstripped, has been developed 
by the Silcrest Co. It is claimed the 
new frame does away with weather- 
stripping expense for front and back 
doors. An aluminum plated sill elimi- 
nates the threshold. Adjustable door 
stops accommodate both 1%” and 
1%” doors. The Silcrest Co., Dept. 
AL, 100 Thomas St., Wausau, Wis. 


For more data circle No. 15 on coupon, p. 118 
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New Storm-Screen Windows 


Air Master Corp. has announced a 
new, inexpensive, line of aluminum 
combination storm windows. The new 
Leader Line, as it is called, provides 
glass storm panels, weather-stripping, 
and a screen in a self-contained unit. 
The screen may be substituted for one 
of the storm panels, and vice versa, 
and the unused panel may be stored 
in the window frame, thus eliminating 
storage problems. Air Master Corp., 
Dept. AL, 20th and Allegheny Aves., 
Philadelphia 32, Penna. 


For more data circle No. 16 on coupon, p. 118 





New Rubber Latex Paint 


A new rubber latex paint that is 
claimed to dry to the touch in only 
20 minutes and is washable just davs 
afterwards, is announced. Sanolin 
Pera-Hue paint is said to cut down 
this long waiting period since it con- 
tains newly developed vinyls that 
speed up the curine and drying proc- 
ess. Sapolin Para-Hue is available in 
82 decorator colors. Sapolin Paints, 
Inc., Dept. AL, 229 E, 42nd St., New 
York 17, N. Y. 


For more data cirele No. 17 on coupon, p. 118 


Door Seal and Floor Patch 


Superior overhead door seal is 
claimed to be a permanent seal for 
garage doors. It is said to keep out 
snow and rain, prevent freezing drafts, 
ete. The manufacturer also announces 
Superior floor patch, ready-mixed for 
patching floors having heavy traffic. 
Suverior Manufacturing Co., Dent. AL, 
526 Chicago St., Painesville, Ohio. 


For more data circle Ne, 18 on coupon, p. 118 


New Lighting Fixtures 


A new decorator line of Circline 
liehting fixtures has been announced. 
The new Carter circlines offer louvers 
and center ornaments in black, white. 
chrome and gray combinations and 
were developed to answer the current 
trend calling for color and contrast 
design. The Decorator series have 
been adapted to the standard Carter, 


May 





Venus, Halo and Saturn circlines and 
feature the Carter perforated steel 
louvers for efficiency and low bright- 
ness. Carter Lighting Co., Dept. AL, 
Chelsea 50, Mass. 


For more data cirele No. 19 on coupon, p. 118 





Electric Wrench 


The Mall Model W-120 electric 
wrench will be offered at a 32% sav- 
ings under a_ special limited-time 
trade-in plan. Until June 30, 1955, it 
is announced, Mall dealers will give 
$21 credit toward the purchase of a 
Model W-120 on any old hand or elec. 
tric wrench turned in to them, regard- 
less of its make or condition. The 
price of the new Mall wrench has been 
reduced from $130 to $110. This means 
that a purchaser with a trade-in pays 
only $89 for the new wrench. More 
than 26 attachments can be used with 
it. Mall Tool Co., Dept. AL, 7725 
South Chicago Ave., Chicago 19, Ill. 


For mere data circle No. 20 on coupon, p. 118 
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Kwik-Fit Steel Door Frame 


Kewanee has introduced a new 
method of framing door openings. The 
new product, known as the Kewanee 
Kwik-Fit steel door frame, installs 
over drywall in less than three min- 
utes with the use of only four nails, it 
is claimed. The frames are of .031” 
zine-coated prime steel, bonderized for 
good paint adhesion. Currently Kwik- 
Fit frames are available for use only 
with 2 x 4 stud partitions %” drywall, 
and for all standard sizes of 1%” 
doors. Kewanee Mfg. Co., Dept. AL, 
Kewanee, Il. 

For more data cirele No. 21 on coupon, p. 118 
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larly suited for on-the-job applica- 
tions. Consoweld Corp., Dept. AL, 
Wisconsin Rapids, Wis. 


Fer more data cirele No. 25 on coupon, p. 118 





Horizontal Windows 


A new line of horizontal windows 
featuring sliding, stationary and 
jalousie sash, as well as wood louver 
ventilators—is being introduced. The New Butt Hinge 
windows are designed for privacy o1 
ribbon-type installations and may be 
joined in any combination to form pic 
ture windows. Ty-In construction of 
the wood frames permits stacking of 
the units on the job with no spline or 


Hager is announcing the introdne- 
tion of a newly developed 3%” x 3! 
butt hinge said to be minus a few of 
the ornamental elements found on 
conventional hinges. pernenes by 
seth in tsD an eet Sand the manufacturer as the Hager All- 
build-up. All are‘available in a variety ‘American hinge, the butt will be aval 
Dept. AL, Barberton, Ohio. able in both round and square corners, 
Ser wince deta sttda Ma: OB on dincen, o. 138 in dull brass and prime coat finishes 
in 3%” x 3%” size only. C. Hager & 
P : Sons Hinge Mfg. Co., Dept. AL, 139 
Septic Aide Victor St. St. Louis 4, Mo. 
Waste matter in septic tanks and For more data circle No, 24 on coupon, p. 118 s 3 s 
conepuets can now be ag by the Giant Size Wall Tile 
yacterial action of Septic Aide, claims . ; 
the manufactuter, Septic Ate = bel. Matched Mouldings Hachmeister announces the intro- 
anced concentration of nontoxic bac Consoweld Twin-Trim matched duction of 8%” Coronet Majesty plas- 
teria, is flushed into septic tank o1 mouldings are now available in the tic tile, the newest addition to its plas- 
cesspool via sink or toilet. There is no Consoweld 10 line of plastic laminates. tie wall tile line. It is being manufac- 
longer any need for costly pumping The new mouldings are matched to tured in eleven colors. The colors were 
out, or for large quantities of strong provide unbroken expanses of pattern selected | by leading color stylists. 
chemicals, says the manufacturer. and color throughout plastic surfacing Hachmeister, Inc,, Dept. AL, 2332 
Circle Research Laboratories, De apt installations. Consoweld 10 for which Forbes St., Pittsburgh 13, Penna, 
AL, 605 Broad St.. Newark 2. N. J. 1" —- have been designed is For more data circle No, 26 on coupon, p. 118 
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ALIFORNIA 


SUGAR G&G WESTERN TE, —Shaamned American Wotnnt - Wad 
PINE AGENCY, INC. > sawn soft textured White Oak 


and Red Oak + Honduras, African, 
#1 MONTGOMERY ST. 


Philippine Mahogany + African 
SAN FRANCISCO, CALIFORNIA Limba + Burma Teak + Delta 


Red Gum + Tidewater Red and 
oy e GOA R Pattern Lumber Pecky Cypress + Birdseye Maple- 


_ Butternut « Hard Maple + North- 
Selects and Soft textured hardwood lumber ern Birch + and many others. 
Shop carefully manufactured and kiln 


dried at our own mill, Headquarters 
California Ponderosa Pine in the central west for all foreign BR itt (ae MRS Ci) man litem 
Mouldings ane Cut Stock and domestic species. We have the 527 Grant Line Road 


hard to get items in any thickness New Albany, Ind. 
for overnight shipment 





MANY USES make MANY SALES .. . 


FYBRGLAS “Do-It-Yourself” KIT) (soos peace 


REPAIRS, RE-STYLES, REINFORCES Sells fasttofix: =| eee 


Screens egainst unsightly views. 

everything of metal, wood, glass ©® WATERPIPES | | small vere. 
@ RAIN GUTTERS tive beckground for plantings. 

NOW! NO welding — NO leading — © WATER TANKS 
NO nails, glue or plaster! NEW miracle @ FURNITURE 
FYBRGLAS material and NEW single @ WALLS, FLOORS 
metal-bonding resin work fast, easy, sure! 
Stronger than steel. Light weight, smooth as glass, waterproof. 
Easy to sand and paint. PROFIT BIG on sales for home, 
shop, hobby! 


STOCK UP NOW — GET SELLING HELPS FREE! 








SCHRAMM FIBERGLASS PRODUCTS, INC. 
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PRACTICAL 

NEW IDEAS 

In 

BUILDING 

PRODUCTS 

MERCHAN- 

DISING 

Practical case-history examples of how several 
dozen lumber dealers are successfully merchan- 


@ising 15 important building products. Over 
40 pages of ideas you can put to use to- 


Recommended Reading for Lumber Dealers: 


16 NEW 
SHOWROOMS 
FOR 
MERCHANDISING 
BUILDING 


MATERIALS 
iageersat 


NOW AVAILABLE: this 44-page booklet of 
practical new plans and ideas being used by 
lumber and building products dealers to build, 
remodel and improve showrooms. Place your 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these case his- 
tory articles on what other dealers are doing 
to solve their materials handling problems. 
Here are ideas you can adopt in your yard 


around the table. 
attractive wall cabinet that projects 
4%” into the room; when opened, it’s 
a functional dining unit. Either one or 
both benches may be lowered and used 
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d i, Fa. 
Dine-a-Nook 


A fold-away dining unit, Dine-a- 
Nook seats four people comfortably 
hen closed, it’s an 


with or without the table, or the table 
may be used separately. Dine-a-Nook 
Sales, Dept. AL. 624 So. Michigan 
Ave., Chicago 5, Ill. 


For more data circle No, 27 on coupon, p. 118 


Storm Window Kit 


Metcoid pre-fabricated aluminum 
Kwik-Fit storm window kits are avail- 
able. These do-it-yourself kits are de- 


signed to permit home and apartment 
owners to make and install their own 
storm windows. To assemble a double- 
hung storm window with the new kit, 
only serewdriver and hammer are nec- 
essary. Metal Engineering Co., Dept. 
AL, 134 North La Salle St., Chicago 
2, Il. 

For more data circle No. 28 on coupon, p. 118 


Pulver-Rake 


Designed by a landscape engineer, 
the Pulver-Rake can be tractor pushed 
or pulled, raised and lowered. The 
rake’s basic design incorporates a set 
of 23 hard-faced front teeth which pul- 
verize and cut, and which are offset to 
the second row of 50 hard-faced teeth 
which drag and spread in accordance 
with angle of adjustment. Models start 
at 5'6” swath width. O. & S. Bearing 
and Mfg. Co., Dept. AL, 777 West 
ig Mile Road, Whitmore Lake, 

ich. 


For more data cirele No. 29 on coupon, p. 118 
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do their own interior painting? 


7. Who makes Weldwood? 


Corp.? 


the firm’s contractor customers? 








What's Your Answer? 


Here’s a quick and easy way to check your retention of the 
information contained in this issue. The questions cover both 
editorial features and manufacturer’s advertising. For the an- 
swers, see page 108. 


What's Your Score? 9 or 10 correct: Excellent! 


7 or 8: Good. 5 or 6: Fair. 


1. What aluminum manufacturer asks if you can pass a “screen test?” 


2. Is it possible for a lumber dealer to increase his sales by going to 
the source and increasing the potential of his market area? 


3. Who makes Red Tag wire products? 


4. What government load regulation was used as the keystone of a 
successful sales campaign by the Alert Lumber Co.? 


_ 5. Who offers you a “packaged steel garage door’? 


6. According to a consumer magazine survey, how many of its readers 


8. How long did it take a single fork lift truck to unload a test box car 
of lumber at the Ginter-Wardein Lumber Co.? 


9. What is the name of the paint line offered by Certain-teed Products 


10. How does the TV program of the A.O. Thompson Lumber Co. help 
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St. Paul, Minn. 
Detroit, Mich. 
Rock Island, Iil.———-——- * 
Indianapolis, Ind. - 
Kansas City, Mo. 





Troy, N. Y. 
Comden, N. J. 











DUO-MATIC KANGAROO DUO-DOR 
Extruded Aluminum : World's. Only i Aluminum 
3-Track Combination at, Combination Door 
Window. Retails for nian z Retails For 
15.95 : ee , 39.95 

thru opening sizes 29” x 55” , " . | Any standard size 
Other sizes slightly higher. mpartine 


Slightly higher in 
some areas 











_ . ms 











Nave! ICAL TILE NAILS 
. - designed fer the job 





When installing acoustical tile choose o 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 
..@ collar which holds the tiles firmly in 
place...annulor threading which gives su- 
perior holding power. The nails are fur 
nished with a plated finish to prevent rust 
streaks where meisture is present. Send 
for free samples and descriptive literature. 


S| P. ©. Box 2156 


TeTeliA §«© Westbury, Long Island, N. Y. 
Estabiisned 1850 





JOHN HASSALL, INC. 





Recommended Reading for Lumber Dealers 


Company 
Report) 





This far-reaching report on the future market 
and supply of lumber contains new information 
vital to plans of every lumber and building 
products dealer.......... 
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Tubdor 


Tubdor bathtub and stall shower en- 
closures are furnished with easy-to- 
follow installation instructions. They 
are designed for plaster, partial tile or 
full-tile walls. No mastic is said to be 
required. A = extruded aluminum 
frame fits snugly against adjacent 
walls. A durable vinyl (or Tiara cloth) 
curtain, is available in several decora- 
tor colors, snaps to Nylon slides. A 
vertical rod attaches curtain to slide 
bar. Tubdor, Inc., Dept. AL, 5671 Free. 
port Blvd., Sacramento, Calif. 


For more data cirele No, 30 on coupon, p. 118 














Win-Lok Awning Window 


The Ludeco Win-Lok awning window, 
claimed to be the only aluminum awn- 
ing window manufactured solely for 
the wood trade, with automatic lock- 
ing by the makers of Auto-Lok win- 
dow, Léa been introduced by Ludman. 
In offering Win-Lok to the lumber 
dealer, Ludman points out that “it 
assures you of a fair mark-up in the 
big - volume metal- window market.” 
Ludman Corp., Dept. AL, P.O. Box 
4541, Miami, Fla. 


For more data circle No. 31 on coupon, p. 118 
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Enelosed |s J . 
please send me coples Mechanic s Putty Knife 
of Red Devil Tools announces a me- 
by chanic’s putty knife for the home 
return mail craftsman and do-it-yourselfer. Known 
WAME as the P 103-1%, it is available with 
either a stiff or flexible blade. Rigidly 
COMPANY constructed, handle and blade are per- 
manently welded into a single unit. 
ADDRESS P 103-1% stiff and flex putty knives 
will be “ee twelve to a folding dis- 
cITy play box. Red Devil Tools, Dept. AL, 
STATE 130 Coit St., Irvington 11, N. J. 
For more data circle No, 32 om coupon, p. 118 
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Stainless Steel Trowels 


Goldblatt is offering a line of trow- 
els manufactured from a new and pat- 
ented flexible stainless steel alloy. 

ey are available in two sizes: a 
14” x 4” cement trowel with straight 
handle, and a 10%” x 4%” cement 
trowel with either straight handle or 
camel back handle. Goldblatt Tool Co., 
Dept. Y4-AL, 1960 Walnut St., Kan- 
sas City 8, Mo. 


For more date cirele No, 33 on coupon, p. 118 





Glamor-Board 


Glamor-board, surfaced 


a plastic 
hardboard, is now available. It is fur- 


nished in 5/32” thick panels in the 
handy 4’ x 8’ size. It is also available 
cut to size. This new product comes 
in Pionite woodgrains including plati- 
num walnut, brown walnut, and char- 
coal walnut, tan oak, black oak, and 
rotary cut birch. It is also available 
in marble and vein marble, seapearl, 
stucco, and linen. Pioneer Plastics 
Corp.., Dept. AL, Salem, Mass. 


For more data elvele Ne. 34 on coupon, p. 118 





What's Your Answer? 


Solutions to 
questions on page 106. 

1. Kaiser Aluminum Co. whose ad 
is on page 11. 

2. Jim Brown, J. C. Ames Lumber 
Co., is doing it. For the facts on how 
this dealer is helping breathe new life 
into his town, see the article on 
page 52. 

3. United States Steel Corp. The ad 


is on page 23. 

4. PHA Title I. To learn how this 
dealer cashed in on remodeling, see the 
article starting on page 58. 

5. Taylor Made Garage Door Co., 
whose ad is on page 28. 

6. One half. The low-down on the 
do-it-yourself ee will be found 
in the story on 

7. The United poe Say Ply wood Corp. 
The ad is on pages 86-87. 

8. Three hours. See the story on 
page 70 for details on a new develop- 
ment in shipping lumber in box cars. 
It may soon saving you money. 

9. Bestwall Paints. e ad of the 
cevtie-teee Products Corp. is on page 
9 


10. The dealer's show promotes con- 
tractors new homes. To learn about 
this excellent example of profitable 
dealer-contractor cooperation, see the 
article on page 76. 
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Here is how you can prove to yourself and your prospective 


customers beyond all doubt that Dura-seal equipped window 
fuel. Light an ordinary match and 


If there is a draft, the match will 


units stop drafts and save 
hold it near a window sash. 


flicker, perhaps b 
and chances are, 


o draft, it will not flicker 
ra-seal equipped! Simple 


but conclusive proof that Dura-seal stops drafts, seals out 
weather, and means 4 warmer, cleaner house all year ’round! 


And, Dura-seal serves 4 double purpose! Dura-seal’s Sash 


Balance gives fingertip, feather-touch control of windows re- Complete Weather Protection! 
gardless of atmospheric conditions. Dura-seal windows always 

open easy, close easy. 

Write for complete information about Dura-seal—how it pro- 

vides 41/2 times better weather protection, saves 30% to 40% 

on fuel, adds comfort, ease and beauty to every house. Ask 

for Facts on Dura-seal! 


Zegers, Incorporated 
3088 South Chicago Avenue, Chicago 17, 1Uinows 


Za EG ERS Easy open! Easy close! 


Combination 


Dura wee Metal Weatherstrip 
and Sash Balance 
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Ctrikingly New! 


SLIDE-TITE 
7 cee Weal 







- A Dozen Different Extra Value Features 


Winter Seal—leading extruders-manufacturers of aluminum products 
for the home—now introduce an outstanding new horizontal sliding 
prime window—SLIDE-TITE. As the name implies—it operates 
smoothly, easily, quietly—yet is sturdy, snug-fitting and weatherproof. 


This horizontal window is a must for modern living—and Winter 
Seal SLIDE-TITE is a must for top quality at low price. Check the 
advanced features at the right and then check with your jobber. If 
he doesn’t yet handle SLIDE-TITE, write Winter Seal at the 
address below—TODAY. 






EXTRUDERS—MANUFACTURERS 
= Ab A bah on cnt, storms 





and screens fw Pome p hey Jo Save time for 
bination — Screen Buj a 

and Storm Panels—Prime Slide-Tite . and 
Gliding Windows —Jalousie Win- ributors, Chise di 
dows and Doors i ai le s- 


WINTER SEAL CORPORATION ¢ MEYERS ROAD ¢ DETROIT 27, MICH. ee. 
WINTER SEAL OF CANADA, TORONTO 15 
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Sliding Door Demonstrator 


This demonstrator is a working 
model of a new T-Frame for wall 
pocket installations. It measures 25” 
x 22”. The nylon rollered hangers, and 
flush and edge pulls are actual stock 
items mounted on a model 1%” thick 
door. This detailed working model of 
the Pocket Door T-Frame is now 
available to all Sterling customers. 
Sterling Hardware Manufacturing 
Co., Dept. AL, 2345 Nelson St., Chi- 
cago 18, Ill. 


For more data circle No. 35 on coupon, p. 118 





Structoglas Display 


The Structoglas Division announces 
the availability of a merchandising 
display designed to stimulate the sales 
of a new packaged door canopy kit. 
This display was developed to intro- 
duce the decorative and functional 


advantages of Structoglas corrugated 


plastic building panels. Six different 


colored Structoglas panels and six sets 


of packaged aluminum brackets are 
furnished with each display. Structo- 
glas Div., International Molded Plas- 
tics, Ine., Dept. AL, 4399 West 35th 
St., Cleveland 9, Ohio. 


For more data circle No. 36 on coupon, p. 118 


Lock Display 


A counter card, 9” x 10%”, provides 


for actual display of the new E-Z-Set 
screen and combination door lockset. 


Keylock style unlocks freely from in- 


side and out. Also available without 


key lock in choice of solid aluminum 


or brass finish. Both models with in- 
side pushbutton lock. Display card is 


BuILDING Propucts MERCHANDISER 





free with initial order. National Hard- 
ware Corp., Dept. AL, Ozone Park 
16, N. Y. 


For more data circle No. 37 on coupon, p. 118 








Safety Door Holder 


This display rack contains a com- 
plete assortment of types, styles and 
sizes of Grand safety door holders, 
each individually packaged with 
screws in a clear transparent Poly- 
ethylene bag. Customers and clerks 
may also select quickly and readily 
from the newly improved line of eas- 
ily installed Grand lever type door 
holders. Grand Specialties Co., Dept. 
DD-AL, 3101 W. Grand Ave., Chicago 
22, Ill. 


For more data circle No, 38 on coupon, p. 118 


5) 
2 








+ 
rt 


iL 





ii 


Fiberglas Screening Display 

This metal rack stores, displays and 
dispenses the six widths of Air-Lite 
fiberglas screening. Light in weight, 
the display stands 55%” high, 45%” 
wide, 14” deep. Horizontal ledge 
across the middle as well as a built-in 


ket offer adequate space for de- 
per ort Mk literature. Plastic Woven 
Products, Inc., i AL, 51 Camden 
St., Paterson, N. J. 


For more data circle No, 39 on coupon, p. 118 





Counter Display Model 


A counter display model of its new 
non-mortise hinge is offered free by 
McKinney Mfg. Co. for each dealer 
purchase of a display carton contain- 
ing 25 pairs of hinges. The display is 
designed to show graphically the 
hinge’s non-mortise feature, its self 
alignment, E-Z Out and non-rising 
»in, and staggered screw holes. Mc- 

inney Manufacturing Co., Dept. AL, 
1715 Liverpool St., Pittsburgh 33, Pa, 


For more data circle No, 40 on coupen, p,. 118 
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Insulating Siding Display 


This insulating siding display has 
been introduced by the Celotex Cor- 
poration as an aid to effective sales 
presentations and as a window and 
counter display piece. This display is 
a colorful presentation of the Celo- 
tex Corporation’s Celobric, Celostone, 
Shadowlap, Deeptone, and Wood 
Grain insulating siding. Celotex Corp., 
Dept. AL, 120 8. LaSalle St., Chicago 
3, Hl. 


For more data circle No. 41 on coupon, p,. 118 


Four Color Posters 


Four-color posters featuring an en 
largement of an attractive home in- 
terior illustration from current con- 
sumer magazine advertising for Mar- 
lite plastic-finished panels are being 
mailed to dealers. The invitation, 
“We'll be glad to give you a free esti- 
mate,” appears on poster, which is 
suitable for walls or windows. Copies 
in addition to those being mailed to 
dealers are available. Marsh Wall 
Products, Inc., Dept. AL, Dover, Ohio. 


Vor more data circle Ne, 42 on coupon, p. 118 
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Wall Tile Stand 


Holding 16 individual cartons of 32 
square feet each, Interlock dealers 
receive a metal stand and dispenser 
free with their purchase of the stock 
and necessary accessories. By attach- 
ing a tile to each of the 16 cartons, 
the dealer can put the complete color 
line to work selling for him. The per- 
manent stand is of steel wire construc- 
tion, 54” high, 414%” wide, 20%” deep; 
has a silk sereened two color display 
panel and it was designed to display 


from any angle. Jones & Brown, Inc., 
Dept. AL, 439 Sixth Ave., Pittsburgh 
19, Penna. 


Vor more data circle No. 45 on coupon, p. 118 





Double Merchandiser 


Handy-Hook Fixtures are now dis- 
played in a new floor stand holding 
two trays of hooks. New colors, and 
space for the storing of perforated 
boards and cartons of hooks, are said 
to make this new display an effective 
raleeman, and easy to use. It displays 
40 different hook styles. Handy-Hook 
Div., Vadeo Products, Inc., Dept. AL, 
18271 Mount Elliott Ave., Detroit 12, 
Mich. 


For more data circle Ne. 44 on coupon, p. 118 


Brush Rack 


Designated the #70 WR, a new 
open wire wall rack is one piece with 
hooks that are an integral part of the 
frame itself. Also products displevod 
behind the rack are not hidden. The 
brushes are firmly held in the hooks, 
and the hooks are tight and part of 
the frame. The racks are available to 
distributors, without charge, along 
with a standard assortment of H & G 
varnish, trim and wall brushes. Han 
lon & Goodman Co., Dept. AL, 2-12 
Main St., Belleville, N. J. 


For more data cirele No. 45 on coupon, p. 118 
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Grand Shop Caddy 


The new Grand Shop Caddy with 
four speed hydraulic Varilift is a com- 
bination pallet-lift stacker and hand 
truck said to be capable of lifting a 
quarter ton, moving loads with perfect 
balance and stacking from floor level 
to 36” or 54”. There are four models, 
from 500 pound capacity, with eight 
inch roller bearing rubber wheels. 
Another new development, called the 
Grand Lift King, enables one man to 

handle heavy loads quickly, easily and 
safely. Allied Manufacturing & Sales 
Co., Dept. 2-3-AL, 3113 West Grand 
Ave., Chicago 22, Ill. 


For more data circle No. 46 on coupon, p. 118 





New Keyboard 


The Olivetti printing calculator has 
a new keyboard, for easier fingering, 
and a new key that speeds discount 
calculation. This machine multiplies, 
divides, adds, subtracts, and prints a 
complete tape record that can be 
quickly audited. It is said to speed 
and eut the cost of figure-work, and 
also functions as a speedy 10-key add- 
ing machine with direct subtraction 
and automatic credit balance. Multi- 
plication and division are uniquely 


automatic. Olivetti Corp. of America, 
Dept, AL, 580 Fifth Ave., New York 
36, N, , 


For more data circle No, 47 on coupon, p. 118 


New Lift Truck 


Availability of a 12,000-pound ca 
pacity lift truck line has been an- 
nounced by Hyster. With the new 

May 


) 





§ 


addition, Hyster lift trucks are avail- 
able in the following capacities: 1,000, 
2,000, 3,000, 4,000, 6,000, 8,000 10,000, 
12,000, 15,000, 16,000, and 18,000 
pounds. The new model, RT-120, is of 
a similar design to the Hyster RT-150, 
a 15,000 pound capacity unit. Hyster 
Co., Dept. AL, 2902 N.E. Clackamas 
Street, Portland 8, Ore. 


For more data circle No. 48 on coupon, p, 118 





Light-Duty GMC Pickup 
A complete line of 128 new 1955 


GMC truck models, featuring units 
powered by V-8 engines, a new con- 
cept in streamlined design and some 
500 major styling and ne im- 
provements, is announced by GMC. 

The new line, called GMC’s Blue Chip 
trucks, includes a new light-duty GMC 
pickup shown above. Pickup models 
with either 6-cylinder gasoline engines 

or the new V-8 power plants are avail- 

able. GMC Truck & Coach Div., Gen- 
eral Motors Corp., Dept. AL, 660 South 
Blivd., East, Pontiac 11, Mich. 


For more data circle No. 49 on coupon, p. 118 


Rapid-Roller Conveyor 


A new, light duty 1%” diameter 
Rapid-Roller gravity conveyor series 
is announced by the manufacturers of 
Rapistan materials handling equip- 
ment. The new 1%” roller uses stand- 
ard Rapid-Wheel and Rapid-Roller 
connectors, allowing sections to be 
used in conveyor lines with these 
models. Roller spacings of 2”, 3”, 4” 
6", 8” and 12” are available in either 
12” or 18° frame widths. Rapids- 
Standard Co., Inc., Dept. AL, Grand 
Rapids 2, Mich 


For more data circle No. 50 on coupon, p. 118 
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space for 
issued by 


new folders with 
imprint have been 


Two 
dealer 
Marsh Wall for use in mailings or as 


store The folders show 
construction 


also color 


handouts. 
suggested uses in new 
and remodeling, and 
swatches. One describes Marlite hi- 
gloss panels, and the other Marlite 
wood panels and ' marble panels. Marsh 
Wall Products, Inc., Dept. AL, 341 
Main St., Dover, Ohio. 


For more data cirele No. 51 on coupon, p. 118 


A new booklet describing the Sher- 
man Power Digger is offered. The 
booklet contains illustrations and ex- 
planations of the wide range of uses 
for the Sherman Digger, and actual 
on-the-job picture. Accessories, work 
range and specifications of the ma- 
chine are also covered. Sherman Prod. 
ucts, Inc., Dept. AL, 3200 West 14 
Mile, Royal Oak, Mich. 


For more data circle No. 52 on coupon, p. 118 


A new bulletin illustrating the Platt 
Finger Grip Adjustable Clips for sizes 
O-B, 1-B and 2-B has been announced. 
Information on the sheet includes the 
holding capacity of each size clip; 
weight per box, and per carton; box 
and carton packaging; list gross and 
retail prices. A. I. Platt Co., Dept. AL, 
146 Kenwood Ave., Fairfield, Conn. 


For more data circle No. 53 on coupon, p. 118 


LITERATURE 


A new Dealer Aid Portfolio, con- 
taining a range of all of Sun-Sash’s 
advertising material, envelopes, stuff- 
ers, point-of-sale literature, ad proofs, 
ete., in a convenient, easy-to-follow 
folder, is available. Any new develop- 
ments in the Sun-Sash line or its allied 
products can be slipped into the de- 
sired pockets, Sun-Sash Co., Dept. AL, 
38 Park Row, New York, N. Y. 


For mere data circle Neo. 54 on coupon, p. 118 


Toolkraft, manufacturer of the Dar. 
ra-James line of power tools, has an- 
nounced publication of a new Power 
Tool Handbook. This handbook con- 
tains 42 pages of information on 
major power tools. Photographs and 
illustrations show how to get the most 
out of a home workshop. 10¢ per copy. 
Toolkraft Corp., Dept. AL, Box 130, 
Springfield, Mass. 


For more data circle Neo. 55 on coupon, p. 118 


Solving Roof Problems, a brochure, 
is illustrated by photographs, draw- 
ings and diagrams, and explores such 
subjects as the various types of roofs, 
how they are built, what factors enter 
into their deterioration, how roof 
troubles can be diagnosed and treated, 
Tremeo Manufacturing Co., Dept. AL, 
8701 Kinsman Road, Cleveland, Ohio. 


For more data circle No. 56 on coupon, p. 118 





a history 
OF 
QUALITY 


and 
customer 
satisfaction 


Through the years, Mt. Ver- 
non flooring has delivered 


there’s no substitute for quality 


For satisfaction and sales, make 





MOBILE RIVER SAW MILL CO., INC. 


Wt. Vernen 





Burtprnc Propucts MerRcHANDISER 


beauty, endurance and repeat sales. That's because 
and it’s traditional 
that each strip of Mt. Vernon flooring be made of 
finest timber, and carefully manufactured and graded. 
your next 
NOFMA-certified Mt. Vernon Brand flooring. 


SAWN HARDWOODS 


OAK ALSO BAND 

BEECH Latest equipment; dry kilns, 
planing mill and flooring plant 

PECAN Send us your inquiries. 


Alebamn, 





order 
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How to get more from punched-card 
methods with modern Remington Rand 
machines is described in a new illus- 
trated folder. In easy-reference chart 
form, the complete line of Remington 
Rand punched card machines is listed, 
showing their use in the preparation 
of necessary management records for 
billing, receivables, sales, payroll and 
production — applications common to 
both large and small businesses. 
Remington Rand, Inc., Dept. AL, 315 
Fourth Ave., New York 10, N. Y. 


For more data circle No, 57 on coupen, p. 118 


Rotrkore core type spiral fluted car- 
bide tipped masonry drills is the sub- 
ject of a new catalog sheet. Literature 
fully describes and illustrates this new 
drill development. The back page of 
the literature gives instructions on the 
use of the Rotrkore with recommended 
electrical drill speeds and pressures, 
Star Expansion Bolt Co., Inc., Dept. 
o, 142 Liberty St., New York 6, 
ee 


Fer more data circle Ne, 58 on coupon, p. 118 


The Gerrard Steel Strapping Div., 
United States Steel Corp., announces 
a new Blue Book of Packaging. This 
new 36-page catalog contains an inter- 
esting history about steel strapping, 
cost saving and material charts, typi- 


cal application photographs, and a 
complete illustrated resume of the 
USS Gerrard Product line. Gerrard 


Steel Strapping Div., United States 
Steel Corp., Dept. AL, 2915 West 47th 
St., Chicago 32, Ill. 


For more data circle Ne. 59 on coupon, p. 118 









|e ron ENDURIN 

® Quality Lodgepole Pine poles 

from our own timberlands are } 
straight, strong, uniformly ta- 
pered. Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 
treated lumber. 


Write for information. 


CONSTRUCTION 


J.NEILS 
LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 


113 

















NEW LITERATURE 
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A home window booklet designed as 
a guide in selecting windows for new 
homes has been published. It discusses 
the most popular types of windows in 
use today, the functions and advan- 
tages of each type, and includes a 
complete description of all aluminum 
and steel residential window products 
made by Thorn. J. 8S. Thorn Co., Dept. 
B23-AL, 8501 Hegerman St., Phila- 
delphia 36, Penna. 


For more data circle No. 60 on coupon, p. 118 


Timesavers has just issued a de- 
scriptive folder on their new Time- 
saver Speedsander, an automatic feed 
abrasive belt sander for production 
sanding and lishing of straight 
wood stock, odel numbers, specifi- 
cations and general data pertaining 
to the machine’s operation are set 
forth. Timesavers, Inc., Dept. AL, 
P.O, Box L, Robbinsdale 22, Minn. 


For more data circle No. 61 on coupon, p. 118 


Klip-Bilt, the new boltless steel 
shelving erected at low cost without 
use of tools of any kind, is graphically 
described in a colorful brochure. Illus. 
trating the three types of simple clips 
used for all installation, the new 
booklet shows how these clips are in- 
stalled by hand to hold shelving pres- 
sure tight. Frick-Gallagher Mfg. Co., 
Dept. AL, Wellston, Ohio. 


Por more data circle No, 62 on coupon, p. 118 


Motor buying information on a-c 
motors is available in a 28-page cat- 
alog. Designated GEC-1026, the bulle- 
tin presents complete buying informa- 
tion on standard a-c fractional and 
integral horsepower motors in most 
general use, Included are general and 
definite-purpose fractional horsepower 
motors, and fhp gear motors. General 
“mn Dept. AL, Schenectady 5, 


Por more data circle No. 63 on coupon, p. 118 


Completing a series of informative 
data sheets on patterns used for in- 
terior and exterior walls of redwood, 
the California Redwood Association 
has issued sheets on Anzac Siding 
Walls and Shiplap Walls. The new 
sheets describe these two patterns in 
detail, including dimensions, applica- 
tions, and other data. California Red- 
wood Association, Dept. AL, 576 Sac- 
ramento St., San Francisco 11, Calif. 

For more data circle No. 64 on coupon, p. 118 


A new catalog featuring transparent 
plastic drawer See-Thru cabinets has 
just been published. Also included are 
material handling equipment, lockers 
storage cabinets, safety ladders, steel 
trucks and other items for industrial 
use, all of which are illustrated and 
priced. General Industrial Co., Dept. 
AL, 5737 North Elston, Chicago 30, fu 


For more data circle No. 65 on coupon, p. 118 


Solid Core Flush Doors, is the title 
of brochure No. 5 which has just been 
released. The brochure, which was 
prepared by a technical committee of 
door manufacturers and special mill- 
work men, deals in detail with nine 
types of solid core flush doors. Arch- 
itectural Woodwork Institute, Dept. 
ai. $32 S. Michigan Ave., Chicago 4, 


For more data circle No. 66 on coupon, p. 118 
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One-cubic-yard capacity Michigan 
“15” tractor shovels are described and 
illustrated in a new catalog. Models 
for application on all job conditions 
are described, including an all-wheel 
drive, a front-wheel drive and a rear- 
wheel drive. Clark Equipment Co., 
Dept. AL, Construction Machinery 
Div., Benton Harbor, Mich. 


Vor more data circle No. 67 on coupon, p. 118 


Five different sets of do-it-yourself 
garage plans, including lists of build- 
ing materials, are contained in a new 
1955 catalog. Besides containing the 
five sets of garage plans, the catalog 
includes price lists, newspaper mat 
sheets, and illustrated installation in- 
structions for Taylor Made doors. 
Taylor Made Garage Doors, aim AL, 
12430 Evergreen, Betroit 28, Mich. 


For more data circle No. 68 on coupon, p. 118 


Rugged construction, versatility and 
low purchase cost are three features 
of the Crenlo #4709AA cab empha- 
sized in a catalog sheet recently is- 
sued. Construction details, specifica- 
tions and a complete list of optional 
accessories are included. Crenlo, Inc., 
Dept. AL, Rochester, Minn. 


For more data circle No. 69 on coupon, p. 118 


Celotex Corporation’s color harmon- 
ized triple sealed asphalt shingles are 
illustrated in a new roofing catalog. 
Thick Butt Strip, Three-Tab Hex 
Strip, and locking shingles; roll roof- 
ings, felts, building papers, roof coat- 
ings, and cements are all included. The 
catalog is available through Celotex 
representatives. Celotex Corp., Dept. 
AL, 120 8S. La Salle St., Chicago 3, Ill. 


For more data circle No. 70 on coupon, p. 118 


House & Garden's 1955 Book of 
Building is packed with basic facts 
about building costs, construction, new 
building materials and equipment. An 
informative home builders’ guide, it 
shows how to get the best house for 
your money whether you are planning 
to buy, build or remodel. It is on sale 
now at newsstands and bookstores for 
$1 per copy. House & Garden, Dept. 
em; vexington Ave., New York 
17, N. Y. 


For more data circle No. 71 on coupon, p. 118 


Southern Hardwood Buyers’ Guide 
for 1955 is now ready for distribution. 
Compiled every two years in order to 
provide the hardwood consumer and 
specifier with a broad list of reliable 
and ethical manufacturers, the guide 
also contains information regarding 
the properties, uses and availability of 
the more important southern hard- 
woods. Firm listings include informa- 
tion about manufacturing facilities, 
species produced, and the wide range 
of items manufactured by each mill. 
Southern Hardwood Producers, Inc., 
Dept. AL, 805 Sterick Building, Mem- 
phis 3, Tenn. 

For more data circle No. 72 on coupon, p. 118 


Preformed, ready to use anchor 
bolts, designed for anchoring to con- 
crete in all construction work, are de- 
scribed in a new bulletin. Pittsburgh 
Preformed anchor bolts employ an 
angle design. They are furnished with 
square nuts and washers and are avail- 
able in two diameters, %” and %”. 
Each diameter is available in seven 
lengths ranging from 6” to 18”. Pitts- 
burgh Screw and Bolt Corp., Dept. AL, 
P.O. Box 1708, Pittsbu 30, Penna. 

For more data circle No, 73 on coupon, p. 118 





MARKETS 
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Rains Cut Log Supply 


at Kansas City 

KANSAS CITY — Widespread 
rains over the producing regions 
of the southwest made their in- 
fluence felt on the lumber market. 

Because of the rains, loggers 
were unable to get into the forests 
and the mills operated on short 
schedules. In addition there was 
little dry stock available for the 
limited demand that existed. 

Mill observers said that prices 
remained steady at recent high 
levels and the strength in the lists 
partly was accounted by the fact 
there was little lumber being 
shipped. Mills are in need of busi- 
ness but are not in position to ship. 

The competition from other 
woods, particularly west coast fir, 
which is being delivered in the 
southwest at prices below what 
yellow pine is offered, is the chief 
deterrent to the market, lumber- 
men assert. 

The hardwood market, except for 
No. 2 gum, has been strong and the 
movement of oak flooring has been 
particularly good. 


Lumber Nationally 


Lumber shipments of 521 mills 
reporting to the national lumber 
trade barometer were 2.6% above 
production for the week ended 
April 9, 1955. New orders were 
2.8% above production. Unfilled 
orders amounted to 44% of stocks. 

For the reporting softwood mills 
unfilled orders were equivalent to 
23 days’ production at the current 
rate, and gross stocks were equiva- 
lent to 49 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.3% above production, new orders 
were 3.3% above production. 


Southern Pine 

For the week ending April 9, 
with 122 mills reporting to the 
Southern Pine Association barom- 
eter, total orders were 64,890,000 
feet, shipments amounted to 19,- 
701,000, and production was 19,- 
643,000. Shipments were .30% 
above production, orders were 
.17% below production and orders 
were .46% below shipment for the 
week. 


Western Pine 

For the week ending April 9, 
1955, 115 mills reporting to the 
Western Pine Association barom- 
eter, orders amounted to 79,297,000 
feet compared to 74,101,000 feet 
for the corresponding week last 
year. Shipments were 83,131,000 
feet compared to 79,753,000 feet 
and production amounted to 75,- 
525,000 feet compared to 74,389,000 
for the same weekk last year. 
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Red Teggs Merchandising Tips: 


Simple 1 min. 
-> demonstration 


i Mages ow: € 


Your customers buy quickly when they 
see and feel the better quality of ... 
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CYCLONE ‘recom’ SCREENING 


How do you handle the customer who says he wants some 
screening or hardware cloth . . . and apparently has no brand 
preference? It takes just about sixty seconds to show him why 
he should buy Cyclone “Red Tag” Insect Wire Screening 
and/or Cyclone Hardware Cloth. It is simply a matter of un- 
rolling a few feet of the product and pointing out its better 
quality and construction advantages. Let him see and feel the 


difference for himself. Then tell him what the familiar USS 
Cyclone “Red Tag” label means . . . that it’s a double insur- 
ance that the product is as fine as money can buy. 

Yes, take that extra minute to sell your customer on the 
product he’s buying. It will not only make for a better satis- 
fied customer, but will add to your reputation as a merchant 
who really has his customers’ interests at heart. 


Point out these features of 





CYCLONE 





CYCLONE HARDWARE CLOTH 


INSECT WIRE SCREENING 


years longer. Its improved multiple selvage insures snug, flat fit . . 
neater job. Available in Galvanized, Bronze and Aluminum . . 
18 x 14 mesh... 


CYCLONE FENCE DEPT., 
WAUKEGAN, ILLINOIS - 


The firm and evenly woven mesh of its 
straight parallel wires and its smooth, 
clean finish, keeps it looking attractive 
. and a 
. in standard 
in 24, 26, 28, 30, 32, 34, 36, 42, and 48-inch widths. 








—and these advantages of 


This top quality woven cloth features a 
flat selvage that fits snugly under mould- 
ings. It welds easily to steel. Wires are 


straight and even. Heavily galvanized for long life. Available in 2 x 2, 3 x 3, 
4x 4and 8 x 8 mesh sizes. Also in %%” 
and 48-inch widths. 


and %” heavy grades... in 24, 30, 36 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


SALES OFFICES COAST TO COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 








SCREENING 


USS CYCLONE “Red faq 
HARDWARE PRODUCTS 
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Classified Advertising 











HELP WANTED 


WANTED CUTTING DEPARTMENT FOREMAN 
Good ty 














and Yel 
mill connections. Write Box c- He 
American Lumberman, Inc. 


Saleamen wa wanted: One for Ly - yr ~ territory: 

one Kentucky territory 1 time basis) 

well-cotebiiched wholesale lumber firm — 

of West Coast lumber, Hardwood 

and Yellow Pine lumber. Excellent mill con- 

nections, both on West Coast and in the South. 
Write Box C-22, American Lumberman, Inc. 


MILLWORK bene phan Tin od millwork firm 
needs o pable man to make take 
ns, lists = shi + 7A, and details 





ron “irom 

ty 4 A lust be accurate, ety — os ae 
w e 

po Le al Box 5909. Washington 

4, D. Cc, 
Manager — Ret tail Lumber Yard in 
ees ESS F140 pet A for aggressive. 
pg A Pr 
ve 
experience, —, ts in 
fra latter. R Reply te hen ae y > Rinesloen Lew 


Feroman—te old established millwork 
in Middle West. Union shop—plecsen! werk, 


ing conditions; 4b bard serzttone qroup lncurance 








HELP WANTED 








MANAGER, RETAIL L LUMBER : YARD 
to live in South 
Here is the opportunity » , 


sonal —— and - “4 

tion. Also ose a recent photograp 
Address Box C-27, American Lumber- 
man, 





he essive retail 
lumber and ‘‘direct-to-you materials 
dealers, over 30 years and operat- 
3 branch yards, r notch Mer- 
chandiser to take full ¢ e of entire opera 
tions. P r os su of 
yard managers, of adv . purchasing 
i n g 1 mer 
licants should be thoroughly experienced f 
retail lumber sales and yard nagement 
well as knowledge of al ucts, includ- 
ing millwork, . paints, , tools, 
umbing. he etc. Salary open. Position 
midwest.Give rs as to 
rience rsonal data first letter. Ap- 


nts. Address Box 
C-28, American Lumberman, Inc. 





GENERAL MANAGER 


Wanted — Experienced executive by 
large Midwest stock millwork and win- 
dow unit manufacturer. Position would 
be G 1 Manager, when th ghly 
familiar with company’s operations — 
Assistant General Manager to start. 
No financial problems or internal fric- 
tion. Excellent opportunity and satis- 
factory compensation to right party. 
Replies treated in strict confidence. 
Address Box C-30, American Lumber- 











=. Write Box -_ 


Three experienced lumber salesmen for teri. 





St. Louis, ha a A over 
evade. ml con ft. Western ‘rl ean excellent 

wee at share alterwards. 
sbi. sisiog program Setokebue. wv “Write tal ite 
ete., to Box D-20 Lumberman, Inc. 
Eaperignecd | millwork od working plant ~ 
Hannibal, Missouri. shop. 


excellent 
paid vacation. Write P.O. 


sh Ree AS 
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man, Inc. 
Build citelt Gell dns Gail capa 
iu ar 
: ce. _ 2agretsive salesmen, Please 
. ove. expe references, and aclary 
Rey hy 
man, Inc. 
‘e need a young man with some experience 
ous catelt Sather busigess. as an Gosistont 
ate sic. Gppertonity fos et 
on on 
D2 A 


WHOLESALE SALESMAN WANTED 

to sell lumber in Ohio area. Sales inquiries 

quickly and efficiently ard a. 

Seats facilities available. 

=. customer following preferred. Liberal 
aes ak ‘ "ia 

s age, « . references. 

rating eae 


EMPIRE WHOLESALE LUMBER CO. 
189 E. Miller Ave. Akron 1, Ohio 





has ability and is ons yh an 
3 team preferr ow A ers fur 
nished. Must be able furnish t of ref- 
erences and und. Address Box D-21 





balliehad 





Millwo; manufacturer of 
architectural ww. is in need of compe- 
tent detailer, e e with 


b Good 
ae conditions, e and hospital insur- 


State experience, av . salary, 
ty 
American Sash & Door Seapeny 
Kansas City 27, Mo 


Manager — Florida Westesste. Building Supply 
be desires — a < handling com — 
te opera ding purchasing 
sales. Excellent , copernas with salary, plus 
Profit Peenag Sos person. Give age. 
experience, a pertinent information in 
first letter. rf ‘te Box D-31, American Lum- 
berman, Inc. 


Have opening in our wholesale lumber depart- 
ment for experienced man under 35 with good 
knowledge of the lumber business. Give per- 
and references in own hand- 

Send photograph. THE PETER KUNTZ 

pons. ANY, AN BUILDING. DAYTON. 








OHIO ASSOCIATION RETAIL LUMBER 
DEALERS EMPLOYMENT DEPARTMENT 
OFFERS OPPORTUNITIES IN RETAIL 
LUMBER YARD POSITIONS WITH LIB- 
ERAL SALARIES PLUS INCENTIVE PAY. 


Positions now epen—3 for experienced 
detailers and billers. Managership 
available to graduate architect. Two 
city salesmen. ©ne Mill Superintendent. 


Also two prosperous smal] town lumber 
yards in Central Ohio for sale to settle 
estates. 


Ohio Association Retail Lumber Dealers, 
Kinsey Road, Xenia, Ohio 





Progressive Florida Lumber = Building Ma- 
og hing rienced in Retail Lumber 
two yo men expe ui! r 

% uilding at except sober, 





oss Box D-25 American Lumber- 





SITUATIONS WANTED 





Twenty years General Office, Taxes. Auditing 
. Pleasant , 30. ox- 

cellent Ith, Good on " orders, 
‘em. Your interests Address 











eh th executive ability, thor 
for custom builders a . Write stating 


York q Address Box D-28. Am co 
Lumberman, Inc. 


fr 





: 


May 2, 








1955, AMERICAN [T.UMBERMAN AND 

















SALES REPRESENTATIVES 
WANTED 





SALESMAN wanted for Soueeten Pounegt- 
vania area, Johnstown to Pittsburgh, to - 
sent wholesaler with excellent 

both from West Coast and South. for all soft- 
woods. Give full particulars. Will consider 
experienced man only. Address Box B-45, 
American Lumberman. Inc. 





ALUMINUM AWNING gore WINDOWS 
Werld’s most advanced 
— in quality and price. Twenty ai ears 
CAN AWNIN' w iw GORPORATION. 3650 
lO Street. Miami, Florida — Telephone 





Siotel, Meutding Sas 
Pull time or side ls cull ap tne! 


BUSINESSES FOR SALE 


YARD FOR SALE 





Retail Lumber, hardware and coal yard in 
pee gag Ken . Coal Seaveress J — 
truck. — Been > 
ness tone 


ame iiddeens 
Box A-40, , ae Lumberman, Inc. 





LUMBER AND BUILDING MATERIAL YARD. 
Heavy Industrial City. farming and Lake 
resort trade. With or © Ay Nice 
set-up. Terms to reliable party: Reasons. t 
seventy. wish to retire. dress Box 5-38, 
American Lumberman, Inc. 





Sash and Door Business, St. Paul, Minn. Good 


buildings and Moderate invest- 
nen yan terms. Box B-49, Amer- 
can . 








hardware—turniture stores—cabinet shops— 
1 and wheteonte 
—o Represe Manuiacturer of 


ete line of aluminum and stainless "steel 
~-¥ Exclusive territories open. 


National 
Alumia 1194 Al Crock Drive. 
Sinde § ee 





WANTED 
Manufacturers Representative or ents to 
handle line of Ornamental Iron R gs and 


Columns, Outdoor Lanterns and Posts, Flag- 
les, Foundation Vents. Bu. for illustrated 

iterature and commissions 

HI OWN, CONN. 


details co 
LLSIDE INDUSTRIES. ? MIDD 
BUSINESSES WANTED 
WANTED—Lumber and Building Supply busi- 


ness in growing suburban community with 
opportunity to —— Address Box D-26 














SALES REPRESENTATION 
AVAILABLE 


Maauiacturer’s representative with long estab- 
lished fo! Ty. lumber and 
building material field © and surround- 
ing area desires additional line. Will cover 
more territory if Commas. Address Box B-46, 
American L . Inc 








in C 

. Knows state lumber Goates trade. Roof- 
ing, insulation, windows, etc., desired. Write 
P. O. Box 930, Colorado Springs, Colorado. 


Manufacturers a sen Monee B lines for Pac am | 


Two well established Lumber Yards in New 
Haven, Conn. area. Both do large cash retail 
business. Both profitable. 


HARRIS WEISSBUCH 
152 Temple St., New Haven, Conn. 





FOR SALE — bargain price — a A euahliched 
retail hardware, housewares sup- 
plies, ay lumber So yee 
dewntewn Pprospereus county seat est 
central Indiane. T area over 50,000 Ln 
cluding town of 14,000 that needs 70-80 n 
homes. Real i conservatively values 
$35,000. Inventory 000. suporioneed Youne 
man can get this ,000 property for 

$10,000 cash. penend over 10 years. 
Address Box C-41, American Lumberman. Inc. 





FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively smal! 
investment will e. Owner es to 
retire. Address Box C-42, American Lumber- 
man, . 





SALE: Retail Lumber Yard in 8. E. Mich- 
igen. (8. of ag AF Address Box C-54, Amer. 
Lumberman, Inc 





Are you interested in Bg iN ceuttentl bu ” ra 

old established Lumber, Hardware and Brile 

ers Supply business fosated in a small, grow- 

residential and farming town in western 

le is an gpoctions ° rtunity 

for a man with sales a = d well versed 

in this line. Canh $45,000. pnuaiee Box No. 
C-45, American Lumberman, 





Heaslesturors sD ag > smo pend seeking lines Ld 
Building Su: and 
ware wholevelars nie and D. _< Caves. 


9 gy pte + . Write Box 
American Lumberman, Inc. 


LUMBER & DIMENSION WANTED 


Wholesaler operating distribution yard in 
Eastern Wisconsin d mill Bh on 
kiln dried Douglas Fir, Idaho White Pine, 
White Fir, Spruce, Redwood and related 
Redeem Box C-37, American Lumber- 
man, ° 

















WANTED: Western New York Wholesaler de- 
sires direct connections for White Fir. Ad- 
dress Box C-38, American Lumberman, Inc. 





Will sell small lumber yard and hardware 
—— in Arizona. Growing 
ited. 8, business volume practically un- 
limited. = ‘ for stock and fixtures. Ad- 
dress Box C Inc. 


Rich Florida West Coast 
Well ee | lumber and panies Su rt 
Potential "on tely 000 
otential limited ae. ceedings. 
ey Cables, Shop inv aa bg 
us ven u 
$0 oid ep oo Revie I ‘4 C-55, American Lumber 











MISCELLANEOUS FOR SALE 





BUSINESS OPPORTUNITIES 


Lumber Yard, located Calumet Region. Reason 
want to retire, —— of a and - wanting 
to work. Will years to 


on period of 
jponsib! rties, uir pag 
mately 1/3 pen or “ Late ~ad $900;000 00 rental 
rately” $40,000.00 lings inven p= yf 
a 


equi; 
ly $15.000.00. heStes “Tetecovte? 
have to inv 











M. K. FRANK 
480 Lexington Ave., New York 17, N.Y. 





STEEL RAILS 
164, W#,. BH. WH, 4, 4 and Heavier, 
JUDWEST STEEL CORPORATION 
518 Dryden St.. Charleston, West Virginia 


BUILDING PropucTs MERCHANDISER 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 





1—Used Buda Chore Boy, Model “B.”’ one 
Cylinder 3 Wheel, with reversible friction 
sare solid rubber tires. Excellent shape. 


ABC — 101 Spring St. 
Pueblo, Colorado 


TIMBER & TIMBERLAND 
FOR SALE 


FOR SALE: To guides a corporation. Ap- 
fee gy J 10 acres young timberland, 

juding surface, located in West Virginia or 
Baltimore & Ohio Railroad. Original timber = - 
moved more than 25 years ago. An attractive 
proposition and merits care qrutsios- if in- 
aaa all, Attor- 

a. 














TIMBER & TIMBERLAND 
FOR SALE 





STUMPAGE FOR SALE 


Estimated 19 million board feet on 4000 acres 
near Washington, D. C., in Charles County, 
Maryland, bordering Pot River. bisected 
by state highway, easily accessible. Adapta- 
ble to truck, rail or barge shipments. 





Species: white oak, 20%; other oak, 40%; pine 
20% poplar 7%: redgum 6%; other hardwoods 
7%. 


To be sold by Auction, June 2, 1955. as a 
whole. or in one or more of five operable 
blocks. 


For details or for inspection write or phone: 
Albert G. Hall, 712 Barr Bidg.. Washington, 
D. C. Sterling 3-8888. 





LUMBER & DIMENSION 
FOR SALE 





D siod Dovoias Pe: Industrial 
mies Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 











Cc ” standard width tear 
Se $ 12e ea 
eg Pe > be 
uns 

B v aanee patoes. Heb Com 
bgp oh came as Seb ous Box C-38, 








i 
: 
: 
: 








— 60 . Price quoted w raque.t. 
pleoty of oe 8S bees ye eee 
legs to go machine at $1.50 aech. 
COMPANY 
tae West Peiterten 
° 
ROSS Straddie Carrier, BS tem sapomiy. See. 
90. Excellent condition, priced A. 


Henault, 25167 Grand River, Detroit 19, Mich. 


Caterpillar D6 with hydraulic angledoser, 
Latest series. Rebuilt. 00. 
0. C. Evans — Mt. . Ky. 


cont on next page 
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USED MACHINERY FOR SALE 


Model ht Line Rip Saw 
with 30 H. P. et and starter guaranteed to 
be in A-l shape, $2000.00. 
Paris Castleberry hammer Co. 
Post iee Box #1288 








72-V resaw with six saws; 18-loot 
Wheland six-saw trimmer: § x 10 Steam Nig- 
geri Steam Loader. These items are all in 
meee condition and = a installed quickly. 

for selling — Senges pe needod 
operation. W. F. Bradley umber Compan 
Roberta, Ga. 


POR pas — One International UD I4A Diesel 
Gasoline 





and | — U-164 International Power 
Unit, ‘Whe new, One Gang er. Wood Prod- 
ucts Co., 421 Phillips 4 Toledo, Ohio. 





Costetnaiies, Bie. Air-temp. pegueat Gas Dry Kiln. 
one of the finest kilns in Texas: complete w: . 
kiln cars, og od fang, electric motor, double 
track, Minneapolis Honeywell controls, etc. In 

riect condition. $1500.00 or will trade for 
— 1 7 eee Box C-56, American Lumber- 
man, 





POR SALE 
We will shortly release for sale a 6-10-Al 
Stetson-Ross planer in practically new condi- 
tion, completely | motorized and with all S-R 
Also one V-54"-C 
Mershon resaw migd by 8. A. Woods. Write 
us for details. 
HUSS LUMBER COMPANY 

1350 W. Fullerton Ave.. 

Chicago 14, Illinois 

Phone Lincoln 9-1700 











FOR —_ 4 Wicke’ ® Firetube Horizontal tube 
b 72” 176” long. Allowable 

Peto 130% pounds per square 
lew smoke stack, & in diameter, 60 
high with screen. Forced draft fan with blast 
grates under two boilers. Boiler fronts and 
britching, water pump. water heater and misc. 
valves and pipe headers. 


PAUL BUNYAN COMPANY 
St. Ignace, Michigan 


“What's New” 


| 








LETTERS 


(begins on page 26) 





solution lies in the second of your 
“four ways out of this quandary.” 
I quote your editorial “2. Coopera- 
tive Establishment of Standards by 
Representative Groups of Manufac- 
turers, Wholesalers and Dealers.” 
While I do not want to discount the 
balance of your editorial, I believe 
that a meeting of TRULY REPRE- 
SENTATIVE groups of the above 
factors (not an unwieldly 100 to 500 
participants) at which the partici- 
pants would be required to “‘let their 
hair down,” would go a long way to 
start a cooperative meeting of 
minds of the three factors working 
towards the eventual solution of 
about the knottiest problem in our 
industry. 
A. Naughton Lane, Vice-President 
Monarch Metal Weatherstrip Corp. 
St. Louis, Missouri 


See your retail 
lumber dealer first... 


To the Editor: Our trouble has 
been that many manufacturers and 
jobbers do not have a set policy as 
to whom they will sell and many 
new faces have appeared among 
our competitors that are actually 
competitors of our trade. 

When we entered the jobbing field 


in 1930, we set up a policy that we 
would sell only established retail 
lumber yards and have never de- 
viated from it. We do have three 
retail yards in this area, but when 
they get materials from our stock 
on transfer they are charged the 
same price as a dealer in Indiana, 
Michigan or Ohio. 

We do not object to manufactur- 
ers selling retail yards that are car- 
load buyers direct, but a jobber or 
wholesale distributor that estab- 
lishes his business and represents 
to the manufacturers that he is 
selling only retail lumber yards, 
then sells applicators, consumers, 
contractors, etc., we feel is doing an 
injustice to his source of supply and 
the entire industry. 

This type of operation does not 
create more business for a manu- 
facture, it merely diverts it through 
the wrong channels. Many finally 
realize they would have profited by 
seeing their reliable retail lumber 
dealer first. 

We sincerely hope your editorial 
will have some effect on thinking 
manufacturers and start the ball 
rolling in the right direction. 
Surely the most effective distribu- 
tion is through the jobber with a 
set policy to sell retail lumber yards 
only. 

H. F. Hasbrook, President 
Chicago & Riverdale Lumber Co. 
Chicago, Illinois 








“WHAT’S NEW!” 
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Advertised Products 





ExEQzEseoez 


AN AO AP AQ AR 
BN BO BP BQ BR 
cn co cP CO CR 
ON DO DP DQ OR 
EN £O EP EQ ER 
FN FO FP FQ PR 
GN GO GP GQ GR 
HN HO HP HQ HR 
N JO PF 1Q mR 
N KO KP KQ KR 


z=. 














Nome Position 

(Please Print) 

CS pany Street 

City Zone State 

118 May 2, 1955, AMERICAN LUMBERMAN AND 








d 





(AA) 
(AB) 
(Ac) 
(AD) 
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(AO) 
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(BA) 
(88) 
(BC) 


(BD) 


(BE) 
(BF) 
(JO) 
(BG) 
(BH) 
(BJ) 


(BK) 
(BL) 


(BN) 
(BO) 


(BP) 
(89) 
(BR) 


(CA) 
(C8) 
(CC) 
(CD) 
(CE) 


(CF) 
(C6) 


(CH) 
(CK) \ 


(CL) 
(CN) 
(CP) 


(c9Q) 
(CR) 
(DA) 
(DB) 





Advertisers’ Index 


Adams Co., The 119 
Air-King Mfg. Corp............- 98 
Aluminum Co. of America.. 38 
Aluminum Products Co. coon ae 
American Lumber- 

man ‘ ..102, 106, 108 
American Screen Products Co. 103 
Anaconda Copper Mining Co. . 81 
Andersen Corporation 64-65 
Appalachian Page c. oe 
Armstrong Cork Co..... . 80 
Atlas Plywood Corp.. 47-48 
Baldwin-Hill Co. e. . 55 
Bemis Hardwood Lbr. Co 60 
Bessler Disappearing Stairway 

Co., The yo ‘ be 91 
Bestt Rollir, Inc..... : ’ 16 
Black & Decker Mfg. Co... ‘ 39 
Braund Plywoods, Inc. 92 
Bruce Co., EB. l...... ° , -86-37 
Bunyan Lumber Co., Paul. . 97 
California Sugar & Western 

Pine Agency, Inc. 105 
Canadian Forest Products Ltd.... 76 
Ceco Steel Products Corp....... 21 
Certain-teed Products Corp..... 12 
Certain-teed Products Corp....... 93 
Cherry River Boom & Lbr. Co..... 60 
Chicopee Mills, Inc,, Lumite 

RE 6 ahebetribanede ‘ 122 
Combination Door Co., The....... 97 
Connecticut Mutual Life 

EDU ORED: To. 0 a0 0 ks eneeecawe 14 
Consumers Glue Co.. , 92 
P. & F. Corbin Div., The 

American Hdwe, Corp. ooo 084-25 
Crisp Lbr. Co., M. E.. ; 60 
Crossett Lumber Company. . Fee 
Curtis Lumber Co... : 80 
Dor-Set Corp., The..... 81 
Douglas Fir Plywood Assn... : 43 
Dulaney Plywood Corp. > a4 
Durham Co,, Donald... . 94 
Dur-O-waL Products, Inc. 91 
Etling Window, The . . 41 
EZ-Way Sales, Ine. F . 05 
Farrin Lbr. Co., The M, B. . 60 
Fenestra Bldg. Products ( Detroit 

Steel Products Co.) 74-75 
Geneva Mfg. Co. 95 
Graham & Co., Ine., John H. 2 
Griffin Mfg. Co. 73 
Hager & Sons Hinge Co., C....... 20 
Hallinan Lumber Co cS ia 
Hamer Lumber Sales, Inc. -+. 60 
Harbor Plywood Corp 88 
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(FL) 
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Hassall, Inc., John. 94 
Hassall, Ine., John 108 
Fiome Maintenance & Improve- 

WES sp ceeessb ters 40 
Infra Insulation, Ine, . 32 
Inland Steel Products Co 121 
Insulite Div., Minnesota and 

Ontario Paper Co.. 56-57 
International Harvester Co 120 
Kaiser Aluminum & Chemical 

Sales, Inc, . 11 
Keystone Wire Cloth Co 18 
Kimble Glass Co., Sub. of 

Owens-Illinois , 79 
Kochton Plywood & Veneer Co., 

Bes wdiwesuecana ° 19 
Kochton Plywood & Veneer Co. 

Inc ee 29 
Kwikset Sales & Service Co 3 
Libbey-Owens-Ford Glass Co 5 
Lumber Wholesalers 90 
Malta Mfg. Co. Wiest 27 
McCracken & MeCall, Inc 60 
Menominee Indian Mills 91 
Metal Engineering Co. 61 
Mobile River Saw Mill Co., 

Ine, . inhi 2 11% 
Mowbray & Robinson Lbr. Co 60 
Mower Lbr. Co., The 60 
Neils Lumber Co., J 113 
Onan & Sons. Inc.. D W 83 
Ozark Oak Flooring Co 72 
Padgett-Smith F'ooring Co 4 
Patterson-Sareent Co, 59 
Perry Door Co, 95 
Peyton, Sr., Rey J 90 
Pittsburgh Plate Glass Co, 

(brush div.) 31 
Porter-Cable Mach'ne (Cx 9 
Precision Parts Corp 101 
R-B Company, The . 95 
Richkraft Co., The °6 
Roddis Plywood Corp. 84 
Saturday Evenine Post 42 
Schramm Fiberglass Products, 

Ine, 105 
Standard-Toch Chemicals, Ine. 67 
Stanley Works, The 14-15 
Steel Door Corp 44-45 
Stem, Inc., Chester RB. 105 
Sterling Hardware Mf«,. Co 10 
Strand Garage Door Div., De 

troit Steel Products Co 6 
Strick Plastics Corp, 16 
Stocker Mfg. Co, ; 89 


(G€) Tarter, Webster & Johnson, Ine... 85 
(GF) Taylor Made Garage Doors... 28 
(66) Twin Harbors Lumber Co........ 97 
(GH) U. S. Plywood Corp........... 86-87 
(6K) U. 8. Steel Corp. (Creosote) 17 
(GL) U. 8S. Steel Corp. (Cyclone ‘ 

Fence) sien c% 115 
(GN) U. 8. Steel Corp, (Roofing, 

Siding) 23 
(60) Van Valer Lumber Co 80 
(GP) Vital Products Mfg. Co. ~ 81 
(69) Wales Lumber Co.. : 80 
(GR) Weather-Proof Co,, The. 107 
(HA) Wendling-Nathan Co. ......... 80 
(H8) Western Pine Asan. iy Fyre 73 
(HCG) Western Red Cedar Lbr, Assn 4 
(HD) Western Wholesalers ; 9 
(HE) Western Woods, Inc, ba yeas 78 
(HF) Weyerhaeuser Sales Co, ae 
(HH) Winslow Scale Co, ive OF 
(HJ) Winter Seal Corp , 110 
(HK) Wood-Mosaic Co,, Ine. 60 
{HN) Wood Products Co, 105 
(HO) Yale & Towne Mfg. Co 77 
(HP) Zegers, Inc. 109 





TITLE I LOANS 


(begins on page 58) 





itv of $400 and this is credited 
with increasing Alert’s building 
materia!s sales about 25%. From 
its sales figures the firm has 
learned the average Title I appli- 
cant was interested in a 14-foot 
room addition for a growing fam- 
ily. Alert supplied all the mate- 
rials in a package which included 
lumber, roofing, siding, footing 
material and floor tile. 

For the convenience of banks 
handling the loans, Alert set the 
minimum loan at $200. Lenders 
kept the ceiling of their loans well 
under $1,000. 

“Just watching the trend and 
not crowding our customers to 
make Title I loans until they were 
financially able to handle them,” 
says G. C. Cable, owner of the four 
yards, “has resulted in a progres- 
sive sales gain for us.” 

In 1953, Alert handled more 
than $150,000 in modernization 
loans without recourse to banks. 








IN 


POSITION 


SETTEE 


IN PICNIC 
TABLE POSITION 








NO. | KD ADAMS STEEL 
PICNIC TABLE LEGS 
(Arranged for Bolting) 


NO. | WLD ADAMS STEEL PICNIC TABLE LEGS 


(Available with or without the lumber) 


NO. 3 ADAMS COMBINATION SETTEE-PICNIC TABLE LEGS 
Mfd. by THE ADAMS COMPANY, 106 E. 4th St., Dubuque, lowa 


(Welded Together) 





BurLpING Propucts MERCHANDISER 


(For more data on advertised products fill in coupon on page 118) 
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ALL-TRUCh 
BUTT enon 





There’s this vital difference between INTERNA- 
TIONAL and other trucks: 

Of the 5 leading makes, only INTERNATIONAL builds 
a complete line of models that are all-truck .. . with 
no automobile parts asked to do a truck job. 

This means that INTERNATIONALS, with all their 
comfort and ease of handling, are engineered and 
built to give you a longer lifetime of more constant 
service . . . with less time off the job, more time on the 
job, and fewer repair bills along the way. They save 
you the big money. . . the operation and maintenance 
money. 

The proof is in the records of cost-conscious opera- 
tors .. . and in sales records, too. INTERNATIONAL has 
led in heavy-duty sales for 23 straight years . . . in 
“6-wheel” sales 20 straight years . . . in “multi-stop” 
sales 17 straight years! 

Let your INTERNATIONAL Dealer or Branch give 
you complete facts on the right truck for your job... 
all-truck built to save you the BIG money. 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 





(For more date on advertised products {ill in coupon on page 118) 


INTERNATIONAL 
TRUCKS 


All-Truck built 


to save you 
the BIG money! 





International Harvester Bulids McCORMICK® Farm Equipment and FARMALL® 
Tractors... Motor Trucks... industrial Power... Refrigerators and Freezers 


Top TV comedy! Ronald Colman and Benita Hume in “The Halls of Ivy,” 
CBS-TV, Tuesdays, 8:30 p.m., EST 
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UNUSUAL APPLICATIONS SUGGEST 


NEW 


HEN your customers want the 
beauty and simplicity of flush 
door and window openings, Milcor 
Casing Bead is always the perfect 
answer. That’s a basic use, of course 
But it’s not the only one 
Architects, builders, and plastering 
contractors are finding that the ver 
satility of Milcor Casing Bead makes 
it an ideal material to use wherever 
they want a neat, strong plaster edge 
—along the top of a suspended light 
trough, for instance, or around the 


USES FOR MILCOR CASING BEAD 


opening for an air-conditioning grill 
Here it offers the same advantages 
you find in its basic uses: (1) The 
permanence of steel. (2) Resistance 
to fire and impact. (3) Neat mitres 
and joints that are flush with the plas 
ter surface 

This means more sales of Milcor 
Casing Bead for you — more profits, 
too. Made in both solid- and expan 
sion-wing types to fit all practical re 
quirements, Latest Milcor Price List 
sent upon request 
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FRAMELESS 
SCREENS 
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